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All dressed up... 
and SOME PLACE to go! 


HERE are the NEW Eveready Battery labels. All dressed 
up... ready to go right into the hands of your 
dealers. Quicker sales. With less selling effort on 
your part! 

Eveready design is bold! Clean-cut lettering with bril- 
liant display contrast in white, blue, red and gray. Makes 
the battery stand out on the shelf like a ten-dollar bill on 
a white tablecloth. Means more sales—more profits! 

Nationally advertised and nationally known Ever- 
eady Batteries are preferred the country over. Eveready 
long-lasting power in a striking modern package... a 
winning combination! Order from your jobber today. 
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OME facts of interest to whole- 

salers are contained in a study 
recently made of our “Verified list 
of Electrical Jobbers.” The total 
number of main and branch houses 
is found to be 845. This repre- 
sents the number of legitimate 
jobbers in the country today con- 
sidered as such by the manufac- 
turers. 

x ok * 

At the present time 312 or 38% 
are members of the National Elec- 
trical Wholesalers Association 
While this percentage is high we 
would like to see it increased to 
50%, and certainly the Association 
offers inducements which should 
bring the percentage to that fig 
ure. 

x * x 

A question often asked is “How 
many G. E., Westinghouse and 
Graybar houses are there?” The 
1929 list gives 115 G. E. distribu- 
tors, 84 Westies house-Agent job- 
bers, and 72 Graybar houses and 
branches. 

xk * x 

This brings us to the figure of 
574 which represents the number 
of independent wholesalers in the 
field today. For those who like 
their thoughts to function in terms 
of percentages, it might be added 
that 68% of the number of jobbers 
are independent. 
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Bent conduit—tight corners—cramped working 
space... . it makes no difference with Appleton 
No-Thread Unilets. And there are no threads to cut 
either. Loosen the nut—insert the conduit—tighten 
the nut... . that’s all there is to it. They are 
easy to install under any conditions. 


Corrosion is practically impossible because 
Appleton No-Thread Unilets are made of Malleable 


New York—150 Varick St. 


APPLETON 


No-Thread Malleable 


UNILETS 


Reg. U. S. Pat. OF 


The Original Threadless Conduit Fittings 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





San Francisco—655 Minna St. 

















2. Insert conduit 











3. Tighten nut 
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EASY TO INSTALL 


.-. and easy to sell 


Iron and have a Cadmium finish. Also they are 
unaffected by constant vibration and hammering. 
They will last a lifetime. 

There is a type and size of Appleton Unilet, 
Threaded type or No-Thread type, for every job. 

Send for catalog whether you are selling Appleton 
Unilets or not. Tear out the coupon and mail it 
at once. 


Appleton No-Thread Unilets are listed as Standard by Underwriters’ Laboratories in V4-inch to 4-inch sizes, inclusive 


SOLD THROUGH JOBBERS 
APPLETON ELECTRIC COMPANY 
1734 Wellington Ave., Chicago, U.S. A. 


Los Angeles—340 Azusa St. 
Seattle—628 Railroad Ave. 


AppLETON Execrric COMPANY 
1734 Wellington Avenue, Chicago 
Gentlemen: 

Please send us a copy of your new Bulletin 9-MA on Malleable 
No-Thread Unilets, together with prices. 














H. D. Sommer, Mgr., Youngstown 
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Glimpses 
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MOOCK ELECTRIC 


R. Ferber, Director 


HE MOOCK Electric Supply 

Co., Canton, O., was organ- 

ized by P. E. Moock in 1919, 
and from its beginning its success 
was a foregone conclusion. This 
company was one of the first to 
institute wholesale radio and fix- 
ture departments as_ separate 
entities. In the fall of the same 
year a branch was opened at 
Youngstown, O. At first, this 
branch did not look promising but 
it soon started to make headway, 
and in 1922 it came into its own 
in such fashion as to thoroughly 
justify Mr. Moock’s original fore- 
sight in opening it. 

gq -] Ss 


The business of the main house 
has increased yearly, and the cli- 





SUPPLY 


P. E. Moock, Pres. H. 


CoO. 


max was reached in 1928 when the 
volume done was over 80% of that 
of the previous year. 


Mr. Moock attributes a great 
deal of its success to the efforts of 
his son, to the support of his son- 
in-law, Mr. Ferber, and Mr. Som- 
mer, and to, as well, his daughter, 
who at one time was closely asso- 
ciated with the business. 


240649 


The company occupies a three 
story building in the heart of Can- 
ton. It has one of the finest fixture 
display rooms in the country and 
its offices and city sales department 
lack nothing to be desired in both 
appointments and conveniences. 






M. Moor kh, Se . 
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Combining the Resources 
back of 


These Quality Products 


DURABIL 


REG.U.S. PAT.OFF, 


PRODUCTS 





sers of Durabilt Products will be 
interested in this important 
announcement. 


The Tubular Woven Fabric Co. 
on April 16th joined the group of 
Wire and Cable Manufacturers, 
making up the recently formed 
Anaconda Wire & Cable Co. This 
Company was organized with the 
purpose of giving the electrical 
trade every advantage resulting 
from the large-scale manufacture 
of wiring materials, from mine to 
finished product. 


We pledge a continuance of the 
high quality of Durabilt Products 
which, for years, have helped 
Electrical Contractors to speed up 
wiring jobs. 








REG. U.S. PAT. OFF. 


ANACONDA WIRE & CABLE COMPANY 
PAWTUCKET, R. I. 


OQneB 26965 
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(Customer 
(JONFIDENCE 


oA Story of Its Influence 
on Sales Volume 


ODAY, when all wholesalers are 
casting around for reasons to 
justify and assure the continu- 
ance of their existence, it might be 
well indeed to consider deeply the sub- 
ject of Customer Confidence and its 
influence on sales volume. At first thought this 
term might be mistaken for another name for Good 
Will, but, whereas of itself, Good Will is a very 
intangible quantity, a careful perusal of the following 
will show that Customer Confidence is a definite 
product of numerous factors, entirely within the con- 
trol of every wholesaler. 
In order to justify the study of this subject from 
a more definite basis, it is apparently the consensus 
among wholesalers in general, that in 
order to assure their continued busi- 
ness existence that either one or both 
of two remedies must be applied— 
either a decrease in operating expenses 
or an increase in the volume of busi- 
ness transacted. However, owing to 
the complexity of modern business in 
this competitive age, one soon finds 
that the proposal to cut operating 
costs is one of very limited possibility 
and it is therefore necessary to adopt 
the other measure—that of increasing 
volume of sales. The best method of 
attaining the latter goal undoubtedly 
lies in the development of Customer 
Confidence and the encouraging part 


By 
C. E. PETERSON 


Purchasing Agent, The Electric 
Corp., Portland, Oregon 
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C. E. Peterson 


of this process is found in the fact that 
such a practice is cumulative in re- 
sults, that is, one satisfied customer 
helps to attract others. While on this 
thought, how many times have we 
wondered why some good customer 
suddenly stopped trading with us, when on second 
thought the matter could easily be explained by some 
laxity on our part which destroyed his confidence in 
our house. What then, are the factors necessary to 
foster Customer Confidence? 

The more common factors are easily enumerated 
and it is safe to say that they have all received a 
large amount of thought and consideration. Such 
items as quality and brands of merchandise, terms 
of sale, delivery, dealer co-operation, 
credits, house policy, service, returns 
and allowances, advertising, and that 
very questionable practice of special 
concessions, all have a distinct bearing 
on the issue. 

There is one factor of much deeper 
consequence and which seldom 
gets the attention that it merits. This 
factor can best be the 
relationship existing between the cus 
tomer and the house, and its devel- 
opment necessitates a study of the 
customer himself as an individual, so 
as to intelligently place the house in 
a position to fill his needs satisfacto 


one 


described as 


rily. Because customers are individual 
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istic explains why so many house policies fall short 
of their mark. 

The responsibility of the development of Customer 
Confidence should necessarily involve the entire 
wholesaler’s organization, although someone at the 
head would naturally be responsible for the co-ordi- 
nation of the process. The importance of the partici- 
pation of the whole organization, however, can hard- 
ly be over-estimated. 

The salesmanager would ordinarily be the guiding 
head of such a program and his responsibility would 
be threefold. Of prime importance would be the in- 
struction of the salesmen as to the purposes and the 
collection of the needed data. It is beyond the scope 
of this article to propose the exact method of tabu- 
lating the data obtained, but some report form, upon 
which would be entered the fullest particulars con- 
cerning each customer, would prove invaluable: such 
items as personal characteristics of the customer, his 
store arrangement, the brands of merchandise he 
carries, the class of work he does, the competitors he 
buys from, full credit information, his use of co- 
operative aids, his attitude on substituted items, etc. 
Such information can be of great value where a 
change of sales- 
man is necessary. 
Secondly, t he 
salesmana- 
ger 
largely respon- 
sible in passing 
such information 
on to the rest of 
the organization. 
Thirdly, it would 
be highly essen- 
tial that the 
salesmana- 
ger make period- 
ic calls on the 
trade as a means 
of building Good 
Will and con- 
firming the data 
gathered by the salesmen. From the data thus ob- 
tained the salesmanager is more able to make poli- 
cies consistent with the needs of the customers and 
also to make proper sales quotas. 








would be 


The salesman occupies the position of the keystone 
of such a program. He is the one who makes the 
contact, and because he is the one who benefits most 
greatly, no effort should be spared to fully acquaint 
him with all the necessary details. The veteran 
salesman will need very little coaching, as he will 
be fully appreciative of the benefits to be derived 
from the development of Customer Confidence. The 
younger men and the first time men should be thor- 
oughly conscious of the need to study their trade 
individually. This study should be a never-ending 
process so that the salesman may become fully con- 
versant with all the characteristics of each customer 
so as to discover the best ways of winning and hold- 
ing his confidence. Not all of the needed informa- 
tion will come from the customer himself, but may be 
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“It Is Hard to Calculate the Damage to the House When the ‘Smart 
Aleck’ Type of Salesman Calls on the Latter Type of Customer.” 


obtained from employees or others. In the present 
day scheme of business one house has little if any 
advantage over another. Goods are standard, prices 
are usually the same and it therefore rests with the 
individual salesman as to who gets the business. 
How much better chance and likelihood has the 
salesman got, who has won the confidence of the cus- 
tomer, not only in himself, but in the house that he 
represents. Some customers will stand all kinds of 
banter, while others, of the more discriminating type 
require the most careful attention. It is hard to calcu- 
late thé damage to the house when the “Smart 
Aleck” type of salesman calls on the latter type of 
customer. The salesman is therefore continually 
studying his trade. 

The credit manager is perhaps the next most im- 
portant link in the chain. How essential it is for 
him, from the standpoint of customer confidence, to 
know the customer and all the data pertaining to 
him. Many credit managers are inclined to take 
available credit information as the only criterion of a 
customer’s responsibility. This attitude is as mani- 
festly unfair to the house as it is to the customer for 
the sales volume suffers accordingly. It therefore 
should be a func- 
tion of the credit 
managership, al- 
so to make peri- 
odic calls on the 
trade as a means 
of keeping his 
data current and 
as a check on 
the salesman. 

Care should 
also be taken to 
see that all perti- 
nent data is 
passed on to the 
remaining 
branches of the 
wholesaler’s _ or- 
ganization. To 
the order de- 
partment so that they may correctly interpret the 
customer’s needs, wants and desires. To the shipping 
department so as to insure the shipment being prop- 
erly routed and to the delivery department so that a 
prompt receival by the customer may be assured. 

Let us stop for a minute to consider the customer 
angle of such a program. Of all the salesmen that 
call upon him soliciting his business he soon notices 
the fellow that really appears interested in him and 
his business. This interest is apparent in many ways. 
The customer is pleasantly surprised that this sales- 
man is perhaps aware of his pet hobbies; takes an 
interest in his store arrangement; points out to him 
new profitable items to carry; brings him news of 
impending contracts, new methods of construction, 
changes in the National Code, new methods of job 
accounting and numerous other ideas in which the 
worth-while dealer is vitally interested and above all 
is the one who takes his complaints and rectifies them 
to a satisfactory conclusion. 
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Can the 


JoBBER SALESMAN 
Se// Apparatus 


The Jobber’s Salesman Answers 
By Wo. E. BARRETT 


Y has been my privilege to know the jobber 
[ sstesna intimately and out of that knowledge 
has come the desire to write this article. 

While the jobber salesman is recognized today 
as the key man to a wide market for apparatus, he 
is too little understood as an individual with human 
problems and with human limitations. In our en- 
thusiasm for sales we too often forget that others 
are equally enthusiastic and that the limitation im- 
posed by time is likely to force the salesman to 
make a decision as to what line or lines will engage 
his efforts. 

Three questions were in my mind to which I 
desired the answers: Can a jobber’s salesman sell 
apparatus when he has other things to sell as well? 
What is the biggest obstacle which he has to over- 
come in selling apparatus? What should a manu- 
facturer do to help a jobber’s salesman sell the so- 
called technical lines? 

The men who have answered these questions are 
the outstanding salesmen of the Southwestern dis- 
trict in the selling of apparatus. They are qualified 
to speak by experience and by accomplishments, 
and it is my hope that their opinions will be read 
and considered by other jobber’s salesmen who are 
confronted by similar problems. 

It is the jobber salesman himself who has an- 
swered the question. Apparatus can be sold through 
the distributor. Several things, however, stand out 
in the discussion of the subject which should com- 
mand the attention of all those whose duty it is to 
be concerned about the future of apparatus sales 
through the jobber. 

First, there is no such thing as that great intangi- 
ble—the jobber. We have already built too many 
sales plans about a mythical institution—the jobber, 
aS a vague, impersonal personality in the field of 
distribution, does not exist. To discuss him and 
dismiss him as a group is to miss the fundamental 
point in jobber relations. 

The “Jobber” is an association of human beings 
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with individual ideas, selling habits, prejudices and 
enthusiasms. These human beings, and the virtues 
and failings which make them human, must be 
known and understood by those who would reach 
the market which they control. 

Telling a jobber salesman what he must do with- 
out knowing what he does is putting the cart be- 
fore the horse. It is the manufacturer’s job to find 
out where the jobber salesman’s energy is being 
expended and then lay his plans to divert some of 
that energy to the productive work which he wants 
done. 

For the jobber salesman, himself, there is much 
cause for consideration in the turns on the road 
ahead. The electrical industry is still a young in- 


dustry. It is wrong to assume that what is today 
will be tomorrow. The process of evolution, of 
growth, of change, goes on. The industry has 
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passed through many trying periods of growth. 
Research, engineering, production and finance have 
all had their hour in the spotlight. Today, the spot 
has shifted and utilization holds the yellow beam. 
Distribution is in the wings and it is being girded 
for its star part. The spot is ready to shift. 


What is the problem of distribution? Simply 


this: the manufacturer whose feats of engineering 
and research have created new products, whose 


organizing ability has helped finance a market and 
whose advertising has awakened public conscious- 


ness, is finding that his sales force is inadequate to 
serve the market he has created or sell the vast 
quantity of apparatus he has designed and built. 
Distribution is the jobber’s field. Upon his ac- 
ceptance of his opportunities depends the signifi- 
cance of distribution’s hour in the spot. He can 
continue to distribute as a placid order taker in 
fields laid out and established for him or he can 
create new fields and establish for himself a new 
status in his relationship with the manufacturer. 
And now let us see what these salesmen have to say. 





Six Salesmen Answer the Question 


Bring the Factory to the Field 
By A. P. McGuire 
Columbian Electrical Company, 
Kansas City, Mo. 

T IS possible for the jobber 
re a to sell apparatus, but 
the amount that he will sell must 
necessarily be limited to the time 
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long been the selling ace of the Columbian 








(Mickey, himself) McGuire has 


Electrical Co., Kansas City. Year after 
year he has been out in front in a wide 
diversity of lines, technical and non-tech- 
nical. In the annual safety switch drive 
he has fought it out to the close of the 
campaign with the best in the southwest- 
ern district and he has the enviable rec- 
ord of, for two years running, more than 
doubling the combined safety switch sales 
of his Columbian confreres 

A real salesman, McGuire, with a real 
slant on what it takes to sell technical 
lines through the jobber. 


that he can possibly devote to it. 

The sales manager has his own 
problems of keeping up volume on 
all lines and he naturally passes a 
certain measure of responsibility 
down to the salesman. This results 
in the salesman spreading his time 
over all items in the line with the 
result that lines requiring much 
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development work may seem 
slightenéd in the final figures. 

There is a natural resistance, 
too, on the part of a salesman who 
considers himself overloaded 
against those lines which require 
a lot of special study. He realizes 
that he can never be a specialist 
in any of those lines nor can he 
hope to devote enough time to the 
lines to cash in the time spent in 
studying them—consequently, it is 
only human nature to pass the dif- 
ficult lines by. 

The manufacturer controls this 
situation. The ideal way for him 
to overcome it would be for him 
to take each jobber salesman to the 
factory and let him see the appara- 
tus built, answer his questions 
about it and take the difficulties 
out of selling it through familiarity. 
This is obviously impossible be- 
cause of the expense involved; the 
next best thing is to bring the fac- 
tory to the field. 

The best way of bringing the 
factory to the jobber salesman is 
by means of the specialist. Men 
should be detailed for weeks at a 
time to travel with the 
of the jobbing houses; 


salesmen 
men who 
are thoroughly familiar with the 
apparatus and whose sole job at 
the time is to see that the jobber 
salesman becomes as well informed. 

Jobber salesmen are adaptable; 
they have to be in order to sell the 
diversified lines they handle. They 
can, then, pick up in a few days of 
association with a 
tious specialist more actual selling 
knowledge than in months of lone- 


live, conscien- 


ly study even were they inclined 
to do the studying. 

Another method of bringing the 
factory to the field is by means of 
sales meetings featured by informa- 
tive talks. This is being done to a 


certain extent now, but there 
should be more of it. There is too 
much reliance on printed matter to 
inform the jobber salesman and my 
experience is that the average 
salesman will not read very much 
of the printed matter that comes 
to him; particularly the technical 
material. No method of convey- 
ing information can improve upon 
the verbal communication of a man 
who knows his subject and who 
has time to demonstrate his knowl- 
edge. 

In conclusion, I would like to 
sum up the whole question briefly. 
The jobber salesman can sell ap- 
paratus (technical apparatus). 
Why not?—he sells many other 











W. L. Byrd led the salesmen of the 
Electric Appliance Co. of Houston (for- 
merly Tel-Electric) in apparatus sales 
during 1928. In sketching his outline of 
the difficulties confronting the jobber 
salesman who would sell apparatus, he ts 
in the enviable position of being able to 
speak from the standpoint of one who 
has overcome those obstacles. 

It is just such trail-blazers as Mr. Byrd 
who are going to take the lead in the next 
great development of the electrical job- 
bing business—the wholesale distribution 
of technical products. 
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things. He is willing to sell it. 
He’d be very foolish if he weren’t 
willing to learn new things about 
his job and take steps to improve 
his position. He needs only knowl- 
edge in order to do a job and the 
only way in which he will accept 
that knowledge is from the lips of 
other men who have faced his 
problems and who have found the 
answers. 

Simplify Selling Information 

3y W. L. Byrp 
Electric Appliance Company, 
Houston, Texas 

JOBBER salesman can sell 

technical apparatus just as 
easily, or nearly so, as the non- 
technical apparatus if he is well 
fortified with the necessary knowl- 
edge. 

The average catalog, leaflet or 
other piece of literature dealing 
with technical apparatus is de- 
signed to convey information only 
to technical men; whereas most 


of the buying and a good part of 
the selling is done by men who 
are not technically trained. 

It is a mighty difficult job for 
a jobber salesman to dig through 
his 


the descriptions in catalogs 











Willis Meier shares with Mr. Wallace 
the distinction of leading the record- 
breaking Commercial Electrical pack for 
1928. 

In this article he not only discusses the 
questions raised in our questionnaire, but 
he also gives from his fund of practical 
experience, a number of worth-while 
suggestions to other salesmen who may be 
having difficulties in the selling of tech- 
nical lines. 

There is a fresh viewpoint expressed 
here which would entitle the article to a 
place in any magazine dealing with the 
problem of the distribution of electrical 
products. 
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and find the equipment suitable 
for the job he has at hand. 
After a few experiences on the 
job with catalogs hard to 
understand ,or to use easily, the 
average jobber salesman 
confidence in his own ability to 
interpret his catalogs and to rec- 
ommend apparatus. It is then 
that he starts to shy away from 
jobs involving “technical” lines. 
It is not difficult to talk to the 
average apparatus buyer. He is 
very often a man who has gotten 
his training in some department 
of the company he serves and is 
without a technical education, or 
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too 


loses 




















This picture shows W. R. Miller, Mine 
& Smelter Supply Co., El Paso, in one of 
his lighter moments while engaged in a 
walking tour through the Grand Canyon 


region; Colorado River in the back- 
ground. 
That Mr. Miller's light moments are 


well earned 1s attested by the fact that he 
was the leading apparatus sales getter for 
his company during 1928. 





he may be a technical man who 
has been an executive for so long 
that he has ceased to think along 
technical lines. the tech- 
nical “bugs” are willing to take 
into account the fact that a man 
cannot carry in his head the com- 
plete details of dozens of lines. 
The customer is reasonable—but 
he does expect a man to know 
how to get him the information 
he wants, even if the man cannot 
give the answer off hand. 

That brings us back to the 
original point. A jobber sales- 
man should not need an encyclo- 
pedia to interpret his bulletins 
and catalogs. Technical points 
could be brought out in a non- 


Even 




















As a veteran jobber salesman, L. O 
Wallace, Commercial Electrical Supply 
Co., St. Louis, is well qualified to discuss 
the jobber salesman’s problems. He was 
selected by his sales manager as one of 
the two salesmen whose apparatus sales 
during 1928 helped to establish a new high 
record on this line for the company 


technical manner through the 
means of comparisons with things 
which are familiar to everybody. 
They could be brought down to 
short, snappy paragraphs. 

It is true that jobber salesmen 
generally ‘find their catalogs con- 
fusing rather than helpful—and if 
the catalog system is right, then 
the manufacturer should have his 
men travel with the jobber sales- 
men at intervals to them 
right on the job. 


assist 


The manufacturer can develop 
markets for his apparatus through 
his jobber connections and can 
sell through the jobber salesman, 
but he must realize that he is 
dealing, in the main, with men 
who do not think in the same 
terms as his own men and he 
must develop a new means of 
conveying his selling information. 
Knowledge of the product is one 
of the first essentials of selling 
and it is up to the manufacturer 
to see that his customers and his 
representatives have that knowl- 
edge. 

Know What You Have to Sell 
By W. R. MILLER 
Smelter Supply 

El Paso, Texas 

CAN truthfully say “yes, a job- 

ber’s salesman can sell appa- 
ratus,” if the salesman is interested 

(Turn to Page 54) 


Mine & Company, 





Selling the 


T IS really amazing to find, after contacting with 
many jobbers in various sections of the country, 
how suddenly they have become awakened to 

the fact that retail outlets for electrical appliances 
must be secured from sources other than the elec- 
trical dealer only. In the branch house of a large 
jobbing organization in the middle west, the local 
manager recently was told by the general manager 
that it was high time the men recognized all retail 
outlets for appliances. He emphasized the fact that 
these sources must be located and developed—and at 
once. This is only one instance of many similar 
cases which could be related. 

Manufacturers too are alive to the situation. Not 
long ago a jobber called his men in for a lamp meet- 
ing. After the regular business had been accom- 
plished, the factory representative announced that he 
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had one more thought which he would like to leave 
with them, and his message ran something like this: 
“You can afford no longer to permit the electrical 
dealer to stand in your way on the sales of electrical 
appliances. Support him, continue to support him 
in every particular, but do not do so at the sacrifice 
of your own business. There are other legitimate 
outlets which you can sell, and when you are selling 
them standard approved merchandise the electrical 
dealers’ competition is far more fair than it is at 
present when the public is basing its purchases on 
the price factor only, with no consideration, and pos- 
sibly no knowledge of the fact that it is in many 
cases buying sub-standard appliances.” 

In previous articles you have been told about these 
other outlets. You have been told as well about the 
hardware dealer as a most promising field for sales 
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Appliances Can Be Sold to These 
Two Classes of Retailers. The 
Experiences, here Related, of 
Two Widely Separated Jobbers 
Bear Out this Statement Most 
Emphatically 


work of this nature. This month, consideration is 
given to the furniture dealer and the department 
store. 

In Canton, Ohio, there is a jobber’s salesman who 
has met with a great deal of success in selling appli- 
ances and such success has been secured by his con- 
tacting every legitimate outlet for electrical mer- 
chandise. A recent trip made this man, who by the 
way is Ralph Furbay of the Moock Electrical Supply 
Co., revealed the possibilities open to the salesman 
who is conscious of them. 

Take, for instance, a call made on a furniture deal- 
er. This dealer had been in business for many years, 
but had not sold appliances untii last August when 
Mr. Furbay persuaded him to put in a small stock. 
It sold well, and then the holidays approached and 
Ralph arranged for a more representative display. 
That attracted considerable attention and the sales 
- were most satisfactory. The dealer’s interest was 
aroused after this experience and today appliances 
are an important line in his store. 

It is quite a revelation to talk to a dealer in this 
particular trade. His appreciation of merchandising, 
his knowledge of it and his viewpoint on the value of 
proper displays were indeed quite refreshing after 
the conventional arguments of the average electrical 
dealers. 

In the first place he stated that four factors were 
necessary in selling at retail. They are: good mer- 
chandise; proper and frequent advertising; attractive 
window displays, and consistently 
good service. @ 


With these thoughts before him CP 


he took on a quality line which ijl 
Mr. Furbay had to offer and spent 
no small amount of money in ad- 
vertising them through the daily 
newspapers. His windows, which 
lent themselves in excellent fash- 
ion to display purposes, were trim- 
med most tastefully and his service 
to the buyer was of the highest 
type. One little instance of his 
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opinion of service proves how alert this class of mer- 
chandiser is to the functioning of the minds of an 
average customer. Moving to a location on Can- 
ton’s leading street, he realized that to compete with 
large department stores his service must be of the 
best. So he gave instructions that the delivery de- 
partment be dressed in uniforms at once. The idea 
behind this action being that people take a certain 
amount of pride in the kind of delivery trucks which 
drive up to their homes, and in reaching out for the 
higher class of buyer he felt it absolutely necessary 
that uniformed men driving neat appearing trucks 
be used. 

Another interesting feature which long experience 
has taught this class of merchandiser is that a “lead- 
r’ to bring people into the store is necessary. In 
fact, this dealer told Mr. Furbay he wanted at once 
some especially “fascinating” piece of merchandise 
which could be sold at an attractive price. As soon 
as the prospect comes into the store he is greeted by 
the kind of men who “know their stuff” and can im- 
mediately turn the customer’s attention to merchan- 
dise of more value and longer profit. 

It would not be difficult for other jobbers’ sales- 
men to sell furniture dealers as Mr. Furbay has done. 
Once they are interested, once they realize the pos- 
sibilities, they will swing their sound knowledge of 
merchandising into action, and, in doing so will be- 
come most desirable accounts. 

In one manufacturer’s opinion “the furniture deal- 
er offers this business to the electrical jobber. Ordi- 
narily the furniture man would like to buy his elec- 
trical appliances from the electrical jobber. He 
hesitates to buy from the furniture wholesaler be- 
cause he knows that the furniture wholesaler’s sales- 
man does not understand electrical appliances. On 
the other hand, he looks at the electrical jobber’s 
salesman as an expert on these appliances, and pre- 
fers to buy from the electrical jobber for that reason. 

“He is afraid of having to service the electrical ap- 
pliances he sells. If the electrical jobber can main- 
tain a repair department to take care of these dealers’ 

(Contnued on Page 50) 
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Another Diplomatic Problem—but unlike the one 
about which we have read, the jobber has a most 


definite seat at this table. It’s just a question of 
making someone “push over.” 
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The Private Second Class, of Today, 


may be the Captain of Tomorrow 


By Coir A. (DUKE) SMITH 


ELL, soldiers, I got a little tale 
this morning about a kind-heart- 
ed Supply Sergeant. Wait, wait, 


now! Don’t gang me till you get the 
whole story. This bird really was hu- 
man. He must of been right because 
he was ace-high with everybody in the 
company, and even the officers called 
him “Ernie” instead of Sergeant (ex- = 
cept when the higher-ups were around). 

He had a lot of old-fashioned ideas. 

He never played any favorites, but he figured that 
Uncle Sam bought all that stuff for the soldiers to 
use, and when a guy really needed a thing Ernie 
would give it to him without calling up Washing- 
ton. 

Now, across the way, in the next company, was 
another Supply Sergeant who was one of those 
things occasionally found dead in alleys, and no- 
body knows who done it. This guy was so mean 
he wouldn’t give out a pair of shoelaces without 
the Captain’s O. K., and to get a suit of underwear 
you would have to be Pershing’s cousin. 

Well, one fine day, Ernie, the good kind Supply 
Sergeant, was sitting in front of his shack when a 
stray doughboy wandered past. The only way you 
could tell he was a soldier was that civilians wasn’t 
allowed there. His clothes was the worst excuse 
for a uniform since Washington went barefoot at 
Valley Forge. 

His pants was tore and his shoes was wore out 
and he greasy if he would fall down he 
would slide clear out of camp. But Ernie was an 
observing sort of guy and he takes another look at 
this here Robinson Crusoe, wondering if he was 
just out of the jug or if he had fell into a printing 
press. There was something about him, etc., you 
know what I mean. 


Was SO 


Sure enough, there was one of the best built and 
handsomest soldiers in Uncle Sam’s Army, stagger- 
ing around in rags for no reason at all. Then 
Ernie guessed it. This sheik disguised as Lon 
Chaney must be from the next company, where the 
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Supply Sergeant had forgot how to spell “issue. 
Without saying anything about himself, he just 
gave this bird a smile and got him to talking. 

Maybe it was because Ernie was so nice to him, 
anyhow he opened up all of a sudden and busted 
into a beautiful speech all about supply sergeants 
in general and especially his own. What he didn’t 
tell the cock-eyed world about ‘em wasn’t in any 
man’s vocabulary. Ernie let him rave till he pulled 
up for breath, and then says, real gentle: “There, 
there, son, you mustn’t be too hard on supply ser- 
geants, because, you know, God made them, the 
same as he made the skunks and the snakes and the 
lice and all the other creeping crawling things on 
Earth. Now, come on in and I'll fix you up with 
a new outfit.” 

Well, the poor gink nearly died of shame when 
he found out that Ernie was a supply sergeant, but 
he was grateful and went out with his chin up. 

About eight years after the war Ernie had a new 
customer in his office and was quoting him a lot of 
prices. All of a sudden the fellow says: “By Golly! 
Now it comes back to me! Ain’t you Ernie So-and- 
So, who was Supply Sergeant of G Company, 
Umpty-Seventh Infantry—the guy that gave me a 
new outfit when I couldn’t get any action from my 
own company?” “Sure I am,” grins Ernie, “but I 
couldn’t very well mention it till you did.” “Well,” 
comes back the new customer, “Never mind the rest 
of the prices. I’m treasurer of my company and 
from now on you will get all our electrical business.” 

Does it pay to be a regular guy? Ask me another! 
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Widespread Misunderstanding of Contracts Causes 


Increasingly Heavy and Numerous Losses 


By GEORGE 


HERE are 11 financial hazards faced today 

by every owner or operator of one or more 

trucks or commercial passenger vehicles. Seven 
of them are of major calibre; three of a relatively 
minor nature; and one, of a correlative kind, may 
be either major or minor. 

Of the numerous and heavy financial losses en- 
tailed in these hazards, and which are paid by the 
owners and operators personally instead of by in- 
surance companies, it is safe to say that almost, if 
not quite, as many are due to improper insurance 
as to the entire lack of it. 

Fully 99% of these losses would be eliminated if 
owners and operators would but remember the 
eleven hazards that they daily face. While indi- 
vidual circumstances may preclude the absolute ne- 
cessity of covering all of the eleven, no truck or 
car is fully covered unless all are included in its 
insurance The 11 hazards . tee 
truck or car may be wholly or partly destroyed 
either by fire or while being transported by a com- 
mon carrier. (The two hazards are grouped under 
the one head because automobile fire insurance co- 
incidently provides protection against those hazards 
known as “the perils of transportation.) ; 
2. The truck or car may be irrecoverably 
stolen or it may be recovered from thieves 
in a damaged condition; 3. It 
may cause death or injury to a 
member of the general 
public; 4. It may damage 
the property of others; 
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5. A collision with either an animate or inanimate 
object may wholly or partly destroy the vehicle: 
6. Its operation or maintenance may cause death 


or injury to its employee-driver or to an employee 
passenger; 7. Goods in process of delivery may be 
stolen from trucks or valuable samples may be 
stolen from salesmen’s cars; 8. The glass parts of 
may be broken; 9. Spare tires or other 
accessories may be stolen from it; 10. Valuable lug- 
gage or other personal effects, the salesman’s prop- 
erty, may be stolen from their cars; 11. 
The driver of the car may be arrested, with sub- 
sequent loss of valuable time, on some serious or 
minor charge arising out of his operation of the 
car. 

The first seven of these are the major hazards; 
the next three the relatively minor risks; the last 
a correlated risk that may or may not assume finan 
cially risky proportions. 

To cover these eleven perfectly ordinary hazards 


vehicles 


business 
















Strange Accidents Can 


Happen to Anyone. 
Are You Properly 
Covered? 












which every owner and operator faces daily, the 
average car and its employee-driver are covered by: 
a. Fire and perils of transportation insurance; b. 
Theft insurance; c. Workmen’s compensation in- 
surance (in those States where such insurance is 
compulsory); d. Public liability insurance (in ap- 
proximately 25% of all cases); e. Property damage 
insurance (in less than 25% of all cases). 

These five forms of automobile coverage, in an 
impaired and incomplete form, are being expected 
(not merely by a superficial public, but by many 
mighty clever business executives) to completely 
cover the five hazards to which they are properly 
related and, in addition, the six to which they are 
in no way brother. 

To fully cover these eleven ordinary hazards of 
truck and car operation (this does not mean that 
full coverage is always absolutely desirable), the 
following forms of insurance, properly scheduled 
-and policy-written, are needed: 1. Fire and perils 
of transportation insurance; 2. Theft insurance; 
3. Public liability insurance (and $10,000/$20,000 
limits are none too much in this day of high jury 
verdicts); 4. Property damage insurance ($2000 is 
no extravagance); 5. Collision insurance; 6. Work- 
men’s compensation or employers’ liability insur- 
ance; 7%. Inland marine insurance or salesmen’s 
sample floater insurance; 8. Automobile plate glass 
insurance; 9. An “Accessories Rider” on the theft 
policy; 10. Personal effects floater insurance; 11. 
3ail bond power-of-attorneys. 

To have all of these forms, however, is not in 
itself sufficient to eliminate unexpected losses; they 
must be had in a proper form. 

For example, many owners lose money because 
they either overinsure or underinsure their cars 
against fire and theft. 

It is a sheer waste of premiums, and a source of 
unexpectedly heavy loss in the event of car de- 
struction or theft, to insure for $1000 a car that is, 
obviously, worth no more than $500. Insurance 
companies will never pay more than the current 


market value of a car at the time of its loss. Own- 
ers who overinsure their cars in the hope that they 
will get something like new car value in the event 
of fire or theft, are doomed to sad disillusionment, 
because no class of men know old-car values better 
than insurance adjustors—and the old-car value is 
all they will pay, no matter how marge a sum the 
vehicle may be overinsured for. 


Underinsurance is another prolific source of loss 
in that it calls into play the money-costing “80 co- 
insurance clause.” If a car worth $1000 is care- 
lessly insured for $500, with a view to depreciation 
or premium saving, the insurance companies will 
not pay $500 if it is fire-destroyed or stolen. They 
will pay the owner only $312.50, because the policy 
requires the owner to maintain insurance to the 
extent of 80% of the car’s actual value. It is the 
owner's privilege to buy only $500, or Sgths of 
the required amount, if he chooses; but it is also 
the privilege of the carrier to pay only 5<ths of the 
amount insured for. 

To dispel a common public illusion, and a fre- 
quent source of loss, the carriers do not pay “80% 
of what the car is insured for;” they pay the full 
current value of the vehicle at the time of loss but, 
if the car is not fully insured, according to the 
policy contract, they invoke the 80% Co-insurance 
Clause and pay only in proportion as the owner 
has violated that clause. 

Theft insurance covers only the car itself. It 
does not cover its accessories unless they are stolen 
with the car. To cover the separate theft of ac- 
cessories, a rider, obtainable at extra cost, must be 
added to the theft policy. Above all, it should be 
understood that the basic theft policy never covers 
the contents of a car; contents such as luggage, 
samples, etc. 

While fire losses are paid immediately by the 
carriers, theft indemnity is not. The companies are 
allowed sixty days to recover the stolen cars and 
if they are recovered, the owners must accept them. 
The theft policy provides, (Turn to Page 8&8) 








of the regular supply line. 





N. E. W. A. Meeting 


The National Electrical Wholesalers Association Will Hold 
Its Twenty-First Annual Convention at the H omestead 
Hotel, Hot Springs, Va., May 27 to 31 Inclusive 


NDOUBTEDLY there will be formal ar- 

guments and porch discussions on mer- 
chandising, as distinguished from the handling 
The merchandising 
of appliances, for instance, has become quite a 
problem with the great variety of retail chan- 
nels now being used, and it is expected that 
these channels, together with the chain store 
movement, will attract the attention of jobbers 

attending the meeting. 
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Says Bruce Barton 


OST of us do not have incomes large 
enough to provide both the things 
we need and the things we want. 

We are forced to choose between our 
necessities and our luxuries. 

And, very foolishly, we choose to offer up 
the luxuries. 

Thus our existence becomes dull and mo- 
notonous. 

We can hardly be said really to live: our 
lives are lived for us—cut out and sewed to- 
gether by the habits and customs of the class 
to which we belong. 

I have established a very good rule, which 
I pass on to you: Never do anything just be- 
cause other people do it. 

Most of your friends live in city apart- 
ments. They pay so much for the use of their 
rooms, and twice as much for the location and 
the fine marble hallways. 

To live in an apartments like theirs is one 
of your “necessities.” 

If you cut out that necessity, and lived in 
the country or in an apartment where you 
had to stretch your legs up three flights of 
stairs, you would have some money to spend 
on luxuries. 

' So with many other things. 


VERY year, by cutting out a few foolish 
necessities, I buy myself one big, wise 

luxury. 

Several years ago I bought an automobile. 

Not much of an automobile. Many of my 
friends said they would rather not have any 
automobile than to have one like mine. But 
it was an automobile. 

It has done some wonderful things for me. 

For one thing, it has given me my little 
summer place up in the country. 


MAY, 1929 


NECESSITIES” 


“Every Year, By Cutting Out a Few Foolish Ne- 
cessities, | Buy Myself One Big, Wise Luxury” 





Harris & Ewing 


It has done some other good things for me. 
It has improved the country roads between 
my little white house and town. Before the 
automobiles began to go by, the roads were 
very rough. But now all across the country- 
side mud puddles and deep ruts have van- 
ished as if by magic. The automobile has 
made the town “dress up.” And it has made 
me “dress up” my place, also. 


T’ USED to make me mad because people 

who whirled by my place in limousines 
never stopped to look around. “I'll make 
them turn their proud heads,” I said. So I 
planted flowers and painted my house. 

Now, on Sunday afternoons, I lie in the 
hammock on my porch and listen to people in 
the cars saying to each other: “What a pretty 
little place this is! I wonder who lives 
there?” 


My automobile has brought my office and 
my little white house side by side. It has 
given me a new pride in my place. It has im- 
proved the roads around me. 

Yes, and it has made me a good neighbor 
to people whom I have wanted to call on for 
years, and never brought myself to it, because 
I hate long, hot rides on the street cars. It 
has made me a better citizen all around. 
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H. J. GUNDLACH 


General Manager, The Mine and Smelter Supply Company 


OT so many years 
ago, 1888 to be 
exact, H. J. Gund- 


lach was born in Chicago. 
The first 21 years of his 
life were spent in this 
thriving middle - western 
city. Here Harry had his 
schooling, the early days 
of which were filled with 
the usual fights, ball play- 
ing, and other activities of 
a normal kid. 

But Harry did not spend 
all of his time in this man- 
ner. From the earliest days 
he took a great interest in 
mechanical things and en- 
joyed nothing better than 
making some useful prod- 
uct with his own hands. 

Between the ages of 12 
and 15, he turned out 
pieces of cabinet work, 
some of which are still in 
use in his home. And 
then, too, he experimented 
with photography and elec- 
tricity. 

Had a college education 
been his privilege, no doubt 








AVING a mechanical turn 

of mind, H. J. Gundlach 
spent the early days of his busi- 
ness career with a manufacturer 
of electrical and mining machin- 
ery. This practical training 
proved invaluable in his later 
work. 

In 1911, he went to work for 
The Mine and Smelter Supply 
Company, of Denver. He has 
been there ever since and his rise 
in the organization has been 
steady. He had a hand in organ- 
izing the company’s electrical 
department and ultimately be- 
came its manager. From mana- 
ger of the electrical department, 
he worked up to manager of the 
Denver house. Finally in 1921, 
Mr. Gundlach became general 
manager for the company, which 
operates in Denver, Salt Lake 

City, and El Paso. 








and two of his pals built a 
motor boat and took a 
never-to-be-forgotten trip 
down the Mississippi River 
to New Orleans. 

A vacation trip to Den- 
ver, the summer he was 
21, ended in his falling in 
love with the western 
mountains and climate and 
he has lived there ever 
since. 

Mr. Gundlach’s wife is a 
Denver girl and he has a 
daughter 18 and a son 13. 
The boy intends to be the 
greatest chemist of his day. 

Mr. Gundlach _ started 
with the Mine and Smelter 
Supply Company 18 years 
ago, and had a hand in 
starting and organizing its 
electrical department, of 
which he was made mana- 
ger at the end of his first 5 
years. 

He had charge of this 
department for 4 years and 
saw it grow from 5 to 35 
employees. He was then 
given charge of the Denver 





engineering and electricity would have been his 
choice, but instead, family financial reverses forced 
him into the business world. 

A capacity for figures and detail made him turn to 
accounting for his first job. At the same time he took 
a business-training course at night. Mr. Gundlach 
spent a number of years in various departments of a 
large manufacturer of electrical and mining machin- 
ery, thus obtaining practical experience, all of which 
proved to be invaluable in his later executive work. 

The out-of-doors always had a great appeal to 
Gundlach and, as a boy, his vacations were spent in 
camping and fishing and these are still his favorite 
vacation sports. 

The summer Harry was 17%, as an outgrowth of his 
love for making things and being out-of-doors, he 
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house and a year later, 1921, was made general mana- 
ger for the entire company, which has stores and 
warehouses in Denver, Colorado, Salt Lake City, 
Utah, and El Paso, Texas, serving the Rocky Moun- 
tain section as well as Northern Mexico. The com- 
pany distributes general machinery, mill supplies, 
electrical apparatus and supplies, and assay and 
chemical equipment and supplies. 

Young men and their problems, is a subject dear to 
Gundlach’s heart. He is a member of the committee 
of management of the Denver Young Men’s Christian 
Association and also a member of the Rotary Club, 
Denver Chamber of Commerce, Lakewood Country 
Club, and Denver Athletic Club. 

In speaking of present-day distribution, Mr. Gund- 
lach believes that the (Continued on page 68) 
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News in Views of the Dav 

















Earphones Rented At 30 Cents An Hour 

A Hungarian railroad company has given a 
private firm permission to install radio receivers 
on the trains and waiting rooms of the railroad. 
Programs are broadcast throughout the day from 
the firm’s own station. Phones are rented for 30 
cents per hour. The photo shows the third class 
section of the waiting room with four persons 
“listening in” while waiting for their trains.— 
Underwood Photo. 


Teaching Theory In Building of Television 
Lane Technical High School, of Chicago, one 
of the pioneers in teaching the theory and art of 
building radio sets, has opened classes in the 
theory and building of television apparatus. The 
photo shows the instructor, Clark J. Herreng- 
shaw, supervising a group of students who are 
constructing the receiver of a television apparatus. 
Underwood Photo. 


A Stitch In Time—In Soviet 
Russia! 


Here is a scene in a modern 
(?) Russian tailor shop in Mos- 
cow, Russia, where the only 
modern thing in sight is the 
radio, while the rest is just as 
antiquated as in the days of 
Peter the Great. And, on sec- 
ond thought, it appears that the 
radio could hardly be consid 
ered as belonging to the present 
era.—P & A Photo. 
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for Permanent Grounding 


Quicker Installation...use 
THREADLESS POWERLETS 





TYPE GC 
Threadless 
Powerlets 






IGHTER grip, better ground, 
no threading of conduit, and 
quicker installation even on 


of the hub—insuring a perfect 
ground connection which elimi- 
nates high resistance joints. The 














Made in sizes from 1/2" to 2" 
—adaptable to either regu- 
lar conduit or new electrical 
metallic tubing (thin wall 
conduit). 





GEM 


MALLE 


t 


difficult jobs—these are the out- 
standing advantages of Gem 
Threadless Malleable Conduit 
Fittings. 

Connection is made simply by 
inserting conduit into the thread- 
less hub — and tightening the 
outer knurled nut. When this is 
done, sharp teeth on inner end 
of the hardened steel clamping 
ring bite deep into the shoulder 


JEFFERSON ELECTRIC COMPANY 


Formerly 


Chicago-Jefferson Fuse & Electric Co. 
1519 W. 15th STREET, CHICAGO, ILL. 


Paes RLETS 





dl 


CONDUIT 


knife-like ribs on the inside of 
the hardened steel clamping ring 
sink into the surface of the con- 
duit with a vise-like grip—the 
nut cannot be loosened by pulls, 
strains or vibration. One-piece 
malleable iron construction also 
permits rugged square-cornered, 
thin wallconstruction—moreroom 
for splicing, soldering, tapping of 
wires. Send for catalog 33TP. 


FITTINGS 
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News in Views of the Day 


_ School Lights That Control Themselves 












The teacher will no longer be required to turn on the 
lights in her school room on dark afternoons or other 
periods of the day when artificial illumination may be re- 
quired, for a small automatic electric device has been 
developed by research engineers of the General Electric 
Co., to turn on the lights when needed. And the same 
device also turns the lights off when their services are 
no longer required. 





Wore Safety in Safety Razors 





Electricity has found another out- 
let in the barber shop and beauty 
parlor. Electrically-operated appa- 
ratus, such as hair clippers, vibra- 
tors, sterilizing machines and instru- 
ments for dressing women’s hair, has 
been used for some years and now a 
new invention, which is just an 
nounced by Colonel Jacob Schick, 
brings electrical operation to another 
important barber shop _ function, 
namely, shaving. The new razor is 
based on a combination of shearing 
and nipping by rapid vibration, at 
very high speed, of the inner of two 
parallel-slotted shearing plates. The 
apparatus is only slightly larger than 
the safety razors now in general use 
and can be attached to the ordinary 
lighting socket. The slots in the two 
plates are just large enough to per- 
iit the entry of a hair and just small 
enough to prevent the skin from be- 
ing caught between the openings. The inner plate vibrates 
7200 times a minute and nips off the hair as it falls in through 
the outer slotted plate. There being no sharp edges or moving 
parts in contact with the skin it is said to be impossible to cut 
or abrade the skin. This eliminates irritation and the discom- 
fort now attending close and frequent shaves. 


The Smallest Independent Telephone Exchange in 
The United States 


Called by its owner the “North Pole Exchange,” a telephone 
line operating in the hay lands of northwestern Nebraska, is 
supposedly the smallest independent telephone exchange in the 
United States. Elias Clark, 71, its owner, constructed and 
operates the line exclusively with the aid of his wife and 
children. Because of the many good deeds performed by him 
and his resemblance, residents there have named Clark, “Santa 
Claus”. The photo shows Clark on telephone pole, fixing a bit 
of trouble. Note his “trouble shooting” wagon. P. & A. Photo. 
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In the Finer Offices 


UCHSBAUM 


B 


ocREWLES. 


Switch Plates 


are exactly in tune with the homelike com 
fort that is superseding the cold bareness 
once thought a sign of “efficiency.” Now 
men who spend their leisure in surround 
ings of art and comfort demand the same 
during the hours given to business. Build 
ing owners and architects satisfy that de 
mand, down to the least details. 

The twelve colors of Buchsbaum switch 
and outlet plates fit any office decorative 
scheme. An office building requires thou 
sands of them. Talk this over with the 
architect. Ask for samples. 


S. BUCHSBAUM & COMPANY 


¢é | pen of Tine Jewelry for Forty Vfears 


159 N. State St. Chicago, Illinois 
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News in Views of the Day 
















Vavy Tests New Devices to 


Broadcast Weather Maps Exhibits First Wave Meter 


Below: Way back in the dim dark ages 
of radio before the ether was crowded as 
it is today, this was considered a mighty 
fine wave meter, as a matter of fact at 
one time it was the only one, being the 
first ever used commercially. Now it has 
been relegated to a museum and the 
modern young lady examining it can’t 
tell which is heads or tails of the poor 
old relic. 


Chief radio man F. Doulong, 
photographed at the Navy radio 
control center at Washington 
with the apparatus for broad- 
casting images of weather maps 
to ships at sea which is being 
tested by Navy officials. The 
tests which have been quite satis- 
factory are being made with the 
U. S. S. Texas far out to sea. 
Underwood Photo. 























Bureau of Standards Help- 
ing Broadcasters 


The recent reallocation of 
broadcast frequencies has re- 
quired most broadcast stations 
to obtain new precision appa- 
ratus in order to adjust their 
transmitters accurately to their 
new frequencies. This has re- 
sulted in an avalanche of oscil- 
lators used by the broadcast 
stations as frequency stand- 
ards being rushed to the U. S. 
Bureau of Standards at Wash- 
ington for calibration.—Under- 
wood Photo. 
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The “Royal Standard”? is 
the product of the longest 
experience in the industry 
devoted exclusively to the 
manufacturing of Electric 
Ranges. 


May is Standard “‘Range- 
a-Week” month. Prizes 
for Authorized Dealers’ 
Salesmen. Contest opens 
May 6. Write for details. 





The “Royal Standard” 


has unusual selling features 


Simplified construction and wiring arrangement 
practically eliminate servicing (an advantage to 
user and dealer alike). . ‘ ; : 


Curved streamline design—most graceful and pleasing of all range 
designs. Absence of bolts, and concealed door-hinges, enhance 
the pleasing appearance. 


Combined thermometer, temperature control, and time and tem- 
perature control. Full automatic or non-automatic as desired. 


Oversize oven capacity. Oven 18” x 18” x14”. Recessed burners 
leave entire oven space unobstructed and usable. 


Exceptional cooking-top space—22” x 25”, with four hot-plates. 
Beautifully finished in finest quality white porcelain enamel. 


Priced to offer exceptional value to the user with full profit to 
the dealer. 


Sales already indicate a wonderful market for this newest Standard 
Electric Range. Write for full information. 


Standaw 


ELECTRIC RANGES 


Standard quality is never questioned”’ 


THE STANDARD ELECTRIC STOVE COMPANY 











Standard offers a 
Source of Supply for 
all Electrical Cook- 
ing Requirements . . 


The Standard Line may be used to 
advantage as a complete line or as 
a supplemental source of supply for 
electrical cooking equipment of 
every type, including 
Heavy Duty Ranges for 
hotels,restaurants,clubs, 
estates, etc. 
Griddles and Hot-Plates 
Electric Fireless Cookers 


Coffee Urns and Urn 
Heaters 


Electric Steam Tables, 
Pastry and Bake Ovens 


Electric Water Heaters 


These are all money-making items 
for every-day Sale. 


Send for Catalog 16-B 


Standard Electric Ranges are 
sold through Authorized Dis- 
tributors and Dealers. 








- TOLEDO, OHIO 
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Representative Fixture Studios 
Ackerman Electrical Supply Co.. Grand Rapids, Mich. 


The Ackerman Electrical Supply Co., 
Grand Rapids, Mich., recently opened its 
own lighting fixture studio, which will be 
maintained the year around for the bene- 
fit of contractor-builders, architects, elec- 
trical contractors, and dealers. It is situ- 
ated on the second floor of the com- 
pany’s warehouse and an attractive, lighted 
stairway leads to it from the main floor. 
On reaching the second floor the party 
is greeted with a setting of porches in- 
cluding stained shingles, eave troughs, 
flower boxes, and artificial flowers. 





























\bove is shown the “Art Moderne” studio 
with W. M. Ackerman and E. H. Cantile, sales 
manager, enjoying the atmosphere. 


On the right 
is a view of 
the tiled court 
and porches. 





\bove is a glimpse of the cozy living room. 
Note the variety of fixtures displayed. 





\\ aa 
Above is shown a view through the living 
room to the sun parlor. 
| On the left is the thoroughly equipped, model 
electric kitchen. 


It is interesting to note that 5,000 people at- 
tended the opening of this studio, which was held 
March 10 to 15, and that the business of the 
company increased approximately 75% over the 
amount done normally during that period. The 
display itself covers 10,000 square feet of floor 
space, and represents an investment of $25,000. 
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MINATING GLASSWARE 
THESE NEW BUILDINGS 




































































is the erection of the great 
modern city structures— 
quality is an architectural 
necessity. 


The architects who build 
big buildings in your city are 
quality minded. They can- 
not be otherwise, and when 
they consider illuminating 
glassware for these modern 
giants, they should be offered 
the kind of glassware that 
meets their ideas. 


All of these Chicago 
buildings shown at the left 
of this page are illuminated 
with INLAND glass. Inland 
Glass meets all quality re- 
quirements. 
































Inland Glass Works, Inc. 
6101 West 65th Street 
Chicago, III. 





Buildings Shown at the Left: 


Foreman National Bank Building, Stop 
& Shop Building, Morton Building, 
Willoughby Tower, Chicago Stadium. 
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Editorial 








A Loss and 
a Gain 


HERE'S a new face appearing in this 

issue, that of a man whose efforts are 

referred to as “best sellers” in the non- 
fiction field. We feel ourselves fortunate in- 
deed to be able to present Bruce Barton to 
our readers. We not only hope you will en- 
joy his articles, but also hope they will leave 
with you, as they are intended to do, con- 
structive thoughts for your welfare. 


Mr. Barton takes the place of Doctor 
Crane, a writer whose articles have appeared 
in THE JoBBER’s SALESMAN since it made its 
modest bow in February, 1920. It has 
been our privilege to run in unbroken se- 
quence since that time articles by that great 
writer. 


Now he is gone, and the last of his opin- 
ions, his sage advice, has been printed here. 
We know you have appreciated what he has 
written. Countless times you have told us 
so. For ourselves, in final tribute, it might 
be added that he seemed as one of us. It was 
impossible to work closely on his material 
without catching and feeling the breadth of 
soul behind the pen. 


4 4 4 


They're 
Off! 

ND, that doesn’t mean the horses. It 

A means the conventions in the electrical 
industry which, each year, for some 

strange reason, come tumbling one after the 
other across the stage like so many Japanese 
performers. The movie industry has its 
“Czar,” and so does baseball. There is talk 
of appointing one in the advertising field. 
But what this country needs, outside of farm 
relief, is a good convention “Czar.” 

First we have the National Electrical 
Wholesalers Association at Hot Springs, Va., 
May 27 to May 31 inclusive. 


It is just a step from there to Atlantic City 
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where you can attend the N.E.L.A., con- 
vention the week of June 3. 

Of course you will want to be present as 
well at the big R.M.A. trade show in Chi- 
cago the week of June 3 where you can voice 
your opinions at the Radio Wholesalers 
meeting and the Federated Radio Trade 
Association convention. This can be easily 
accomplished by attending some side show 
and having your body sawed in half. 

By taking this action you are in a position 
to ship part of yourself to Chicago for the 
radio show while the rest of yourself can 
give support to the activities of the eighth 
annual meeting of the Artistic Lighting 
Equipment Association which meets in At- 
lantic City June 5 to 8. 

Undoubtedly there are a few sectional 
meetings overlooked in this chronicle, but 
there is no use in courting mental disaster by 
carrying this little joke too far. 


4 ba] 4 


Join the 
Association 


HERE is a certain element among the 

electrical wholesalers of this country 

who are sitting back with complacency 
and saying that their business is local and 
therefore membership in the National Elec- 
trical Wholesalers Association can be of no 
value to them. 

Just as emphatically as we know how to 
make the statement, we wish to say that this 
opinion is wrong, and just as contrary to 
their interests as if they were to say that be- 
cause they live in a certain city they are only 
interested in local politics and there is no 
need that they should pay any attention to 
state or national politics. 


Electrical wholesalers, you are up against 
a different sort of problem than that which 
confronted you even five years ago. You 
have seen whole sections, you might say, of 
your business wiped out almost over night by 
some change that has taken place in national 
merchandising, and you, in your local baili- 
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wicks, had not been able to foresee or combat 
the change when it was in its early stages. 

And conversely, there have been oppor- 
tunities to substitute new lines for those you 
have lost. Some of them you have grabbed, 
as the saying goes, and others you have let 
trickle through your fingers. These oppor- 
tunities are still coming up. 

What you need and need badly in these 
days, when all merchandising is in the throes 
of revolution, is a national viewpoint. You 
can get it by joining the National Electrical 
Wholesalers Association and attending the 
meetings. It will do a wholesaler of Kansas 
City, or any other city, more good to discuss 
these problems with men from Boston, and 
Philadelphia and Pittsburgh than it will to 
discuss them for days at a time with men of 
his own city. 

Every wholesaler worthy of the name is 
eligible to membership in the association. 
What is more, they want you in for the sake 
of your opinions and your help in connection 
with the problems which are vital to our 
whole industry. They have asked you many 
times. Why do you hold back? 

Why not put in your application at once 
and then go on to the Hot Springs, Va., 
meeting which will be held May 27 to 31? 
If you think your business can’t spare you, it 
is probable you are making the mistake of liv- 
ing too close to it, and of glueing your ear to 
the phone when it ought to be glued to the 
ground. If you are not ready to join on the 
dotted line, then go to one of your competi- 
tor friends who is a member and have him 
invite you to go along to Hot Springs as a 
prospective member and look the association 
over for yourself. You can’t judge it by al- 
ways hanging on the outside. 

And then, steal a little more time and go 
on to Atlantic City the next week and see 
what the Central Station people are saying 
about merchandising at the N. E. L. A. Meet. 
ing. The Artistic Lighting Equipment Asso- 
ciation is meeting there the same week. A 
group of fixture manufacturers of the latter 
association are getting together there to 
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seriously study the wholesale angle and try 
to develop some policy whereby they can 
work through you and with you on a mw 
tually satisfactory basis. They would be 
tickled to death to see some electrical whole- 
salers there to give their views and have a 
hand in making the plans. 

If you will take a week or two off and go 
to these places you will be getting a national 
viewpoint and you need it, because Mr. Sears 
Sawbuck, Mr. Chain Store, Mr. Central 
Station Merchandiser, Mr. Department Store 
Chain, Mr. Plumber and many others have a 
fine national viewpoint which they are stick- 
ing into “local minded” wholesalers and deft- 
ly twisting around. 


A Birthday ~~ 
Celebration 

HIS Fall we celebrate a birthday—one 

of vast concern to all of us, for it is, in 

substance the birthday of the electrical 
industry. Half a century ago, Edison in- 
vented the electric incandescent lamp. And, 
it is indeed, questionable whether he him- 
self realized the enormous part that flickering 
spot of light was to play in the progress of 
the world. Its rays have grown to huge 
proportions until today it outshines the sun 
itself in its service to mankind. 

It must be a great source of satisfaction to 

a man to realize that his life’s work will carry 
on down through the coming ages. With all 
their veiled mysteries, with all the hopes, the 
pleasures, the problems, the men themselves 
yet to be born, they contain that of which 
we will know nothing. And they in turn 
will not know nor care to know of us. For 
a man, therefore, to so imprint his life upon 
the pages of history that regardless of the 
period, he shall be honored, loved and re- 
membered is no small achievement. That 
distinction comes to few of us. And fortu- 
nate indeed are we who can claim him as our 
own. He is ours, and being ours nothing 
should be left undone by us to celebrate in 
fitting fashion the golden birthday of his 
great discovery. 
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Market for Electrical Supplies 


Compiled Monthly from Reports Made to ‘THE JOBBER’S 
Wholesalers, on Market and Price Conditions for 22 Key Products. Numerals 
Indicate Number of Wholesalers Reporting in the Respective Territories. 


SALESMAN, by 
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*Eastern States include all between the Atlantic Coast and the eastern boundaries of Ohio, Kentucky, Tennessee and Alabama; 
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Outstanding Features 


Reflector Type elements—660 watts, as efficient as 
any 1000 watt elements. Saves 50% current. 


Its oven is as large as that found in any household 
electric range. Illustration shows 8 lb. roast, pan 
of escalloped potatoes, and two vegetables being 
cooked at the same time. Ample capacity for large 
family—cooks a meal for ten people—and it is sur- 
prisingly fast. 


Oven temperature indicator—no guessing. Correct 
oven insulation by means of dead air spaces. This 
means cooler kitchens, no insulating material to 
burn or become foul. 


Compact design—occupies space only 2634” from 
front to wall, 23” wide and 40” high. 


RTE CERES se RC REN NN! AeA RTT Ni 


This is the range your dealers have been 
waiting for—a high quality, efficient, fast, 
beautiful electric range, at a low price. 
Stock this early—it’s a great summer seller. 


YOUR DEALERS 


Will Find This Range 


Easy to Sell 
and Profitable 


The NEW 


ARMSTRONG 
Wall Outlet Range 


Beautiful Portable Ef ficient 


No 
" Installation ,% 50 
Cost ond Retail 


Denver and West 


$108.50 








A Real Oven 14" x 14" x 1914"— and FAST! 


Large warming shelf, back of two top elements. 
Portable because of compact size, light weight and 
no special wiring required. 


Beautifully finished in china-white baked-on porce- 
lain enamel, with grey enamel trim and legs. 
Highly polished nickel plated hinges. 


Remember this range is “Package Merchandise”— 
a full size range as portable as a radio—yet re- 
quiring no heavy duty wiring. Here is a range 
you can get apartment house business with. 


The Armstrong Electric & Mfg. Corp. 
Huntington, West Virginia 
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News From ‘The Wholesale Field 
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New Home for G. E. Supply 
Oklahoma City 

The General Electric Supply 
Corp., Oklahoma City, Okla., has 
moved into its new building at 
127 E. California Ave. The building 
is 52 by 140 feet, and the two 
floors and basement give the com- 
pany an approximate floor space 
of 20,000 square feet. 

The increased space affording 
better facilities for warehousing 
stock and for servicing has made 
possible the expansion of the ra- 
dio department, which is managed 


by G. B. Valkus. 


W. W. Crocheron Inter- 
Mountain’s Sales Manager 
W. W. Crocheron has been ap- 

pointed sales manager of the In- 
ter-Mountain Electric Co., Salt 
Lake City, Utah. He succeeds A. 
J. Browning. 


* * 


Nate Harvey in Pasadena 

Nate Harvey, retired ex-presi- 
dent of the Illinois Electric Co., 
Chicago, now at the Hotel Hunt- 
ington, Calif., 
word that he will be back in Chi- 
cago some time in June to see all 
Welcome home, 


Pasadena, sends 


of his old friends. 
Nate. 


and their Salesmen. 


THE JOBBER’S SALESMAN Maintains Men in the Field, it Sends 
out Monthly ‘What's the News Sheets” to Every Wholesaler and it Gladly 
Receives Voluntary News Contributions and Snapshots from Wholesalers 
All this Enables It to Reflect from Month to 
Month the Personal Element in the Industry. Your Co-operation is 
Solicited in Making this Human Side of the Magazine More Interesting. 


Landram Heads Salesmen 

George Landram, city salesman 
for the Commercial Electrical Sup- 
ply Co., Memphis, Tenn., seems to 
be rather fond of sales contests and 





George Landram 


has one more winning race to his 
credit at this writing. 

On January 1, the Memphis and 
St. Louis houses started the men 
an early chase for Westing- 
house fan contracts, offering a 


on 


7 
} 


prize to the man who first reached 
his bogey of contracts. 

While all of the boys did well, 
George’s finish was of the “Garri- 
son” kind and really deserves spe- 
cial mention. Landram was out of 
the city when the contest started 
and did not return until January 7 
—a few days handicap. However, 
he got busy with such effect that 
he reached his bogey the next day, 
January 8. 











George says it was not exactly 
a walk-away, as one other man 
made his quota right behind him 
on the same day, but the short 
time in which the winner gathered 
them in argues that he must have 
been stepping on the gas in deadly 
earnest. 

i 

Frank Hagerman Opens 

Rockford Jobbing House 

Frank S. Hagerman, formerly 
president and general manager of 
the Resco Electric Supply Co., 
Rockford, Ill., has opened an elec- 
trical supply wholesale house at 
130 N. 1st St., Rockford, under 
the name of the Rock River Elec- 
tric Co. Mr. Hagerman will be 
president of his company. A fea- 
ture of this new business is its 
novel lighting fixture and display 
room, 





start July 1. 


the summer months. 





Special Notice To Jobbers 
HE Fitth Annual JOBBER’s SALESMAN’S Summer Sales Prize Contest will 
Entry blanks have been mailed, and a great many sales- 
men are already entered. If you have not as yet filled in the entry blank 
take that step at once. Give your men the opportunity to compete in this 
popular contest, which increases volume of business so materially during 


Salesmen, too, should check up on their sales managers to see that they 
have been formally entered in the contest. Your sales manager may have 
forgotten to send inthe form. Ask him about it at once. 
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X duct and LLectroduct 


Specified by the leading 
architects and engineers 
—the choice of contractors 





DUCT and ELECTRO- 
DUCT Conduits are manufac- 
tured from pipe especially pre- 
pared for conduit purposes by the 
famous “‘spellerizing” and scale-free 


processes. 


The soft, mild steel is easy to 
bend, cut and thread. 


XDUCT is. electrolytically 
zinced—a deposit of chemically 
pure zinc, uniform in thickness and 
density, keeps XDUCT rust-proof. 

ELECTRODUCT is protected 
inside and outside with a coating of 
heavy conduit enamel which is 
baked on. Threads are sharp, true 
and factory cleaned. 

Economical to use and the cost 
is no higher than others. 


ee ee 


“patie 





Carried in Stock by Jobbers Everywhere 


AMERICAN CIRCULAR LOOM COMPANY 


90 WEST STREET, NEW YORK, N. Y. 
Branches in the Principal Cities Throughout the U.S. A. 
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ive News | 
bout Live Ones _| 





is a new salesman with 


H. Levy 
the Monarch Electric & Wire Co., 
He is covering the west 


Chicago. 


and northwest suburban territory. 


EuGeNe M. CANNON has joined 
the General Electric Supply Corp.., 
Salt Lake City, Utah, as Hotpoint 
sales specialist. Another addition 
to the force is Tom W. Price, 
who will be in charge of sales 
promotion. 


JuLius STACKER is now associated 
with the Belasco Electric Supply 
Co., Chicago, and will serve that 
company’s trade from behind the 
counter, 


A. M. Berse, formerly service 
manager of the Electric Appliance 
Co., Tulsa, Okla., has been given 
an outside territory, calling on 
the company’s industrial accounts. 


His former position has_ been 
given to J. A. Wright. 
C. C. DauGHerty and W. W. 


Bachman are two new boys with 
the Varney Electrical Supply Co., 
Indianapolis, Ind. Mr. Daugherty 
has travelled for both the Electric 
Appliance Co. in Texas and the 
Commercial Electric Supply Co., 
St. Louis and will now “do his 
stuff” for Varney in the southern 
territory. 


Tue McGraw Electric Co., Oma- 
ha, Nebr., recently took on W. P. 
(Bill) Dietz, to cover the Lincoln, 
Nebr., area. He was formerly a 
salesman with the Iowa & Ne- 
braska Light & Power Co. 


S. GOLDENBURG is an addition to 
the sales force of Samuel Frost, 
New York City. 


Messrs. BEAM AND BLAICH come 
to the H. J. Gorke, Estate, Syra- 
cuse, N. Y., with experience in 
both selling and servicing radio. 
They will do both on the com- 
pany’s “Fada” line. 


\W. F. ENLER is a new counter 
man employed by the Commercial 
Electrical Supply Co., St. Louis, 
Mo. 


is now with the 
Minneapolis, 


HoLDEN 
Corp., 


H. A. 


,elmont 


Minn., asa city salesman. “Heinie”, 


as he is called, has had 25 years 
experience in the electrical busi- 
and is well-known to the 
He was formerly with the 
Northern Electric Appli- 
Co. 


ness 
trade. 
Great 
ance 

Ropert M. STEINER, formerly 
with the Fulton Electric Co., is 
now employed as a city salesman 
by the Steiner Electric Co., Chi- 


cago. This company has just pur- 
chased a new one-ton Diamond T 
speed wagon truck for handling 


rush orders. 


R. C. HuncGate, formerly with 
the Nebraska Power Co. as elec- 
tric illuminating engineer, has 
been appointed manager of the 
merchandise department of the 
McGraw Electric Co., Omaha, 
Nebr. 

A. C. Peters has been made 


manager of the radio department 


of the Commercial Electrical 
Supply Co., St. Louis, Mo. He 
replaces John Boos, Jr., who has 
resigned. 

* BS * 


Jobbers Active in 
Associations 


W. J. BerryYMAN, manager of the 
electrical department of the Mine 
& Smelter Supply Co., Salt Lake 
City, Utah, has been elected to 
the board of trustees of the Elec- 
trical League of Utah. 


ALLEN C. Forpes, sales manager 
of the Triangle Electric Co., Chi- 
cago, has been appointed chair- 
man of the legislature committee 
of the Midwest Radio Trades As- 
sociation. 


Lines Added by Wholesalers 


Keps ExecrricaAL Supply Co., 
Pittsburgh, Pa —This company 
has been appointed a distributor 
of the Temple Corp.’s line of re- 
ceivers and loud speakers. 





MINE & SMELTER Supply Co., Salt 
Lake City, Utah—This company 
is now a distributor for the Ameri- 
can Beauty automatic heat control 
electric iron. 





REIMAN WHOLESALE Electric Co., 
Los Angeles, Calif.—This company 
has been appointed southern Cali- 
fornia distributor for Thos. A. 
Edison’s line of “Edicraft” appli- 
ances. 








Here was a break, yea verily. The Electrical Supply Co., New Orleans, La., 
was holding a sales meeting, with especial reference to backing up the city’s 


ventilating campaign. 


Standing, left to right: C. J. Closman; L. L. Hirsch, 


president; Ben Katz; Paul Hogan, vice-president; G. H. Wygant, sales man- 
ager; George Jaubert, Jr.; Joseph Trosclair; Vic Garber; Jules C. Lazard; J. N. 


Roos, and J. E. Muniot, Jr., of the National Carbon Co. 


Below: C. G. 


McCowan, National Carbon Co.; S. W. Sharbrough, radio manager; Miles Kup- 


perman, and Jas. Mulla. 
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Reflector,lamp and en- 
closing globe come down 
as aunit. Bayonet Joint # ae 
locks fixture in place with = 
60 degree clockwise turn. a 








\ 


OLASSTEEL DIFFUSER 


with Reflector, Lamp and Globe Detachable 
as a Complete Unit for Easy Cleaning 


Constructed on a unique principle 
that will maintain the original 
eficiency of the lighting system 
at the lowest possible cost for 
cleaning. 

The reflector, lamp and globe, 
in one complete assembly, can be 
taken down with one simple move- 
ment;a cleanunit snappedin place 
over moving machinery or other 
working area and the dirty unit 
cleaned without loss of produc- 
tive time. 

No other fixture obtainable 
can compare with the 
new Benjamin 79 
Glassteel Diffuser for 
simplicity and ease 
of installation. No 
removal of holding 
screws or other reas- 





sembling. There are only two ele- 
elements — the wiring base or 
hood and the removable unit, 
consisting of the reflector, lamp 
and globe. 

The bayonet joint locks the 
two parts rigidly together, and 
also completes the electrical con- 
nection. 

The new unit is National Elec- 
trical Code Standard and is **Cer- 
tified by Benjamin.”’ Look for the 
red diamond label of quality on 
your lighting equip- 
ment. It is your assur- 
ance of high lighting 
efficiency and de- 
pendable operation 
over long periods of 
service. 


Write for Bulletin 79, giving complete information 
on the distinctive features of the new unit. 


/ BENJAMIN ELECTRIC MEG. CO. 


General Offices and Factory 


Des Plaines (Chieago Suburb). Ill. 





New Benjamin “Type 79” 





NEW YORK 


CHICAGO 


SAN FRANCISCO 
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Here are the men who won the “Gibson Award” which 
is given each year to the high salesman in each associated 
company of the Westinghouse Commercial Investment Co. 
Reading from left to right, first row: A. J. Selzer, Westing- 
house Commercial Investment Co., New York; Steve 
Halsted, Alpha Electric Co., Brooklyn; Bill Prentice, Com- 
mercial Electric Supply Co., Detroit; Howard Stafford, 
Erner Electric Co., Cleveland; George Metz, H. C. Roberts 
Electric Supply Co., Philadelphia; Charley Whiteacre, Wet- 
more-Savage Electric Supply Co., Boston; Leslie Hahn, 
Newark Electrical Supply Co., Newark; Harold Williams, 
H. C. Roberts Electric Supply Co., Syracuse; Ben Marz, 


Westinghouse Commercial Investment Co., New York, and 
Ed. Duggan, Fobes Supply Co., San Francisco. Upper row: 
Jack Hunter, Commercial Electric Supply Co., Memphis, 
Tenn.; J. W. Schuelter, Great Northern Electric Supply Co., 


Duluth, Minn.; A. E. Stadlbauer, Julius Andrae & Sons 
Co., Milwaukee; Landon Hilliard, Alpha Electric Co., New 
York; Del Brunskill, Pierce Electric Co., Tampa, Fla.; M. 
L. Bass, Varney Electric Supply Co., Indianapolis; Bill 
Bailey, Fobes Supply Co., Seattle, Wash.; R. W. Berkley, 
Electric Appliance Co., Dallas, and Don Hill, Illinois Elec- 
tric Co., Chicago. In addition to the cash prize of $50, the 
men were taken on a tour of the Westinghouse plants. 





Brown & Hatt Supply Co., St. 
Louis—This company is now a dis- 
tributor for the Standard Electric 
Stove Co. 





AMERICAN’ E Lectric Co., St. 
Joseph, Mo.—This company has 
been placed on the _ distributor’s 
list of the Standard Electric Stove 
Co. 





ROBERTSON - CATARACT __ Electric 
Co., Buffalo, N. Y.—The Standard 
Electric Stove line is now being 


stocked by this Buffalo jobber. 
* * * 


Jobbers Sales Activities 


GENERAL ELectric Supply Corp., 
Salt Lake City, Utah—Special at- 
tention is being given to G. E. 
vacuum cleaners. 


ELectric APPLIANCE Co., Tulsa, 
Okla.—A_ safety switch campaign 
has been inaugurated with prizes 
for the highest men. The men 
are keyed-up trying to win the 
first prize, which is a two-weeks 
vacation trip. 





Reno Sates Co., Inc., Brooklyn, 
N. Y—The Westinghouse lamp 
campaign which was started on 
March 18 has been completed. 


COMMERCIAL ELEcTRICAL Supply 
Co., St. Louis, Mo.—This com- 
pany has started special activities 
on Westinghouse safety switches. 

ie oe 
New Members of N. E. W. A. 

Two new members have been 
elected to the National Electrical 
Wholesalers Association. They are 
the Globe Electric Co., Inc., Se- 
attle, Wash., and the Treadway 
Electric Co., Little Rock, Ark. 


* *« * 


Illinois Electric Moves 

Big buildings, terminals and 
heavy pedestrian traffic have con- 
verted the district around the old 
home of the Illinois Electric Co., 
Chicago, from wholesale to retail. 
For this reason and the fact that 
the lack of parking facilities made 
it extremely inconvenient for deal- 
ers to call, the Illinois Electric Co. 
has moved to 113-125 N. May St., 
between Washington and Ran- 
dolph. The new location is ap- 
proximately eight blocks west and 
one block north of the old estab- 
lishment and is in the center of a 
wholesale district. The old lease 
has been sold to the De Met Candy 
Co. 

The new building which has 
been leased for 15 years is two 
stories high and with the basement 


gives 55,000 square feet of floor 
space. The building is so con- 
structed that another floor may be 
added. There are alleys on three 
sides of the building providing 
ample parking space for “will call” 
customers and loading docks have 
been installed of sufficient size for 
six large trucks. 

The building is equipped with 
the latest type material handling 
and efficiency devices including 
chutes, elevators, jackknife doors, 
compressed air tubes, auto calls, 
electric clocks, burglar alarms and 
an oil burning heating plant. Per- 
haps the greatest feature is the dis- 
play room. It is said to be one of 
the finest in Chicago. The display 
equipment is of modern design and 
a complete line of Westinghouse 
products as well as those of other 
manufacturers is on exhibition. 

Nearly the entire second floor 
has been devoted to the lamp busi- 
ness. Equipment has been in- 
stalled to expedite the handling of 
lamp orders and special attention 
will be given the delivery of this 
merchandise. The company is con- 
fident of an increased volume of 
business because of the larger in- 
ventory and better service to the 
trade made possible by the new 
facilities. 
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@® Panelboards can be the “key-product” 
for larger sales as they represent, ordi- 
narily, the most difficult part of the wiring 
job to order or specify. Now you can 
help the contractor or the industrial elec- 
trician and by so doing easily get the 
staple end of his business with little effort. 


the way to larger sales . 


The New 





Catalog 
No. 45 
. 1929 





= 





@ Panelboards are standardized in every 
respect, both with regards to their own 
construction and with the steel cabinet. 
They are accurately made of standard- 
ized quality and sold at uniform prices 
on knowncosts. The @ stock plan helps 
you to quick deliveries. 


The @ Catalog is very instructive regarding all types of & Panel- 
boards. By studying it you can become proficient in selling them. 
It will be well worth your while to send for your copy now. 


Frank Adam 


ELECTRIC COMPANY 


Atlanta, Ga. 

Balti , Md. Seattle, Wash. 
coher ees ST. LOUIS Tulsa, Okla. 
Chicego Til” DISTRICT OFFICES omen ag 


Detroit, Mich. 
Jacksonville, Fla. 
Kansas City, Mo. 


Los Angeles, Calif. 
Memphis, Tenn. 
Minneapolis, Minn. 


Cincinnati, Ohio 
Dallas, Texas 
Denver, Colo. 


Philadel phia, Pa. 
Pittsburgh, Pa. 
San Francisco, Calif. 


Vancouver, B.C. 
Walkerville, Ont. 
Winnipeg, Man. 


New Orleans, La. 
New York, N.Y. 
Omaha, Nebr. 
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Who Can Help? 
To the Editor: 
We are thinking very seriously 
of changing to a commission basis 


for compensating our salesmen, 

and would appreciate very much if 

you could give us the names of any 

electrical wholesalers in other 

parts of the country who are pay- 

ing their men on this basis, as it is 

our intention to correspond with 

them in exchange of views on the 

subject. 

L. J. BERGMAN 
Western Light & Fixture Co., 
Los Angeles 
x ok x 


A Word from Caswell 
To the Editor: 

I wish to acknowledge your 
company’s letter of April 1, regard- 
ing vour publication and request- 
ing the writer to reinstate his sub- 
scription. 

I was indeed pleased to see the 
way you follow up your subscrib- 
ers and try to keep them actively 


interested in the activities of the 


electrical trade, and it brought 
back many fond memories of the 
seven and a half years I spent 


with the Western Electric Co., in 
both Chicago and Detroit. 

In fact, I went through college 
and completed my law work while 
making my livelihood in this way. 

As I am no longer connected or 
identified with any branch of the 
electrical trade and as all my spare 
time is now taken up in reading 
the recent decisions and advance 
sheets of Michigan and _ other 


Letters 
to the 
Editor 


states, I would have no time or op- 
portunity to read your publication 
should I renew my subscription 
and I feel that for this reason it 
would neither be fair to your com- 
pany nor to myself to renew the 
subscription at this time, which I 
once so thoroughly enjoyed. 

In closing, I wish to state that 
during the years I served as a 
salesman in the supply department 
of the Western Electric Co., I re- 
ceived many valuable ideas, assist- 
ance and suggestions from THE 
Jopper’s SALESMAN, which materi- 
ally helped me in increasing my 
sales and earning capacity. 

I distinctly recall your first is- 
sues of the magazine and am 
pleased to see the tremendous 
growth you have enjoyed in both 
circulation and advertising and I 
think that every person identified 
with the electrical trade should be 
a subscriber because of the person- 
al benefits they will derive from 
regular reading of your splendid 
trade journal. 

Wo. H. CAswe Lt, 
Attorney, Detroit. 


* * * 


New Quarters for Falls 
Equipment Houses 


The Falls Equipment Co., Buf- 
falo, N. Y., has moved its Niag- 
ara Falls branch into a new build- 
ing at 11th & Whitney Sts. This 
gives the company new quarters 
for both houses, as new offices 
were recently obtained for the 
Buffalo office, at which time an 
elaborate showroom was _ built. 
This office was formerly the Elec- 
tric Supply & Equipment Co. and 
at the time of its purchase by 
Falls Equipment Co. was made 
the main office of that company. 
Since then the business has been 
segregated into a radio depart- 
ment under Glenn E. Burdick, a 


supply and appliance department 
with Bill James, formerly sales 
manager of L. A. Woolley, Inc., 
in charge, and a motor and appa- 
ratus department managed by Don 
Potter. In connection with the 
latter department a motor repair 
shop is maintained. 

The retail store and construc- 
tion department formerly main- 
tained by the E. S. & E. Co., was 
sold to C. J. Rohrer, secretary of 
the Falls Equipment Co., and is 
operated by him as the Rohrer 
Electric Co. 

Two men have been added to 
the Falls Equipment Buffalo force 
—Mr. Kelly, a salesman in the 
radio department, and E. Gaulin, 
a counter salesman. 

The company also announces 
that it has taken over the sales 
of Markel lighting fitments for 
western New York. 

2 * * 
Two Jobbers Take on 
Kelvinator Line 

Two jobbers have announced 
their appointment as distributors 
of the Kelvinator Corp.’s line of 
domestic and commercial electric 
refrigerators and cabinets. The 
Electrical Supply Co., New Or- 
leans, La., will handle the state 
of Louisiana and southern Missis- 
Sippi. The Stratton Warren 
Hardware Co., Memphis, Tenn., 
will cover western ‘Tennessee, 
northern Mississippi and _ south- 
eastern Missouri. 








Sticking out against the sky you can 
see part of the 10 Westinghouse G30, 
250 watt floodlights which — shine 
through three rear windows of St. 
John’s Evangelical Church in Louis- 
ville, Ky. The three men in the snap- 
shot are proud of this installation. On 
the left is Ken L. Aleshire, Westing- 
house representative, followed by Wm. 
McKinney, city salesman, both of Tafel 
Electric Co. The third man is Fred 
Schill, the electrical contractor who 
bought the lights from McKinney. 














May, 1929 


THE JOBBER’S)SALESMAN 





37 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


in the 











t wg” a” 
ns és ree! Ne 





$2500 


in Prizes were 
awarded to these 
RETAIL STORES: 


TREAT HARDWARE CORP., 


Lawrence, Mass. 


PREST & DEAN RADIO CO., 
Long Beach, Calif. 


MEGINNIS & CO., Albany, N. Y. 


CARLISLE HARDWARE CO., 
Springfield, Mass. 


WESTERN AUTO SUPPLY CO., 
San Pedro, Calif. 


A-1 DRUG CO., Spokane, Wash. 
GOETSCH MOTOR CO., Fren- 


ton, Iowa 


PENN DRUG CO., San Fran- 
cisco, 


THE WINNERS 
of the 
$10,000 


in Consumer 
Prizes 


in the BOND “‘Flash- 
light Feature’ Slo- 
gan Contest will be 
announced thru a 
Full-Page Adver- 
tisement appearing 
in the May llth is- 
sue of the Saturday 
Evening Post and 
on May 8th in 167 
newspapers. 








ee 


he 


VINNE 





Ist PRIZE 
2nd PRIZE 
3rd PRIZE 
4th PRIZE 
Sth PRIZE 
6th PRIZE 
7th PRIZE 
Sth PRIZE 
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RS of the 
*3.000 Trade Awards 


Bonn ELECTRIC Slogan Contest 





$500 
$250 
$200 
$150 
$100 

$75 

$50 


S25. 
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342” a Fs Sa 
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HE BOND $10,000 Slogan Contest was a big boon to dealers 

everywhere. Hundreds of thousands of people went to authorized 
BOND Dealers to obtain contest blanks and to study the six distinctive 
features of BOND Flashlights and Batteries for their slogan ideas. 
Retail sales were greater than ever before as indicated by the high 
point-scores received from the thousands of dealers who rendered 
merchandising cooperation during the contest. Now the winners have 
been decided. To the lucky Dealers and Jobbers’ Salesmen who share 
in the $5000 cash prizes we extend our sincere appreciation and 
congratulations. 


$2500 


in Prizes were 


awarded to these 
JOBBERS’ SALESMEN: 


C. A.VAN HORN, F.P. May Hdwe. 
Co., Washington, D. C. 


F. G. COOPER, Harger & Blish, 
Des Moines, Iowa 

E. H. SMITH, Smith & Pearson, 
Auburn, N.Y. 

C. W. DROLL, Drake Hardware 
Co., Burlington, lowa 

J. E. NELSON, Faxon & Gal- 
lagher, Kansas City, Mo. 

T. C. CRANLEY, J. Russell Co., 
Holyoke, Mass. 

A. D. TURNER, Texas Drug Co., 
Dallas, Tex. 

H. SMITH, C. S. Mersick Co., 


New Haven, Conn. 


115 Prizes of $10.00 each were also awarded in each classification. 
A complete list of the winners will be furnished you upon request. 


BOND ELECTRIC CORPORATION 


JERSEY CITY, N. J. 


San Francisco 















Manufacturers of 


Flashlights, Mono-Cells 
Radio «A,” “B” and “C” Batteries 
Storage and Dry Batteries 
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Lake Michigan Club Formed 


Some thirty electrical jobbers of 
the Middle West, together with 
as many manufacturers, met at 
French Lick, Ind., April 18 and 
19, and formed the Lake Michi- 
gan Club, an informal organiza- 
tion for the discussion of jobbing 
problems in the prescribed terri- 
tory and for general good-fellow- 
ship. 

This was an organization meet- 
ing, opened by John Gleason of 
the Graybar Electric Co., Chicago, 
Martin Wolf of the Electric Ap- 
pliance Co., Chicago, becoming 
temporary chairman. 

The Lake Michigan Club, it is 
believed, can best serve the in- 
terests of the wholesalers in the 
territory, by functioning ina most 
informal and democratic way, 
without officers, constitution, by- 
laws, dues or other formalities. 

Membership of the club will in- 
clude only wholesalers. It is 
recognized, however, that the 
manufacturer’s viewpoint is quite 
essential in a discussion of many 
of the subjects that will probably 
come before the meetings and it 
is understood, therefore, that they 
are welcome at all meetings and 
are invited to participate in the 
discussions. 

The club is to include all whole- 
salers in the territory comprising 
Southern Wisconsin, lowa east of 
Des Moines, Illinois, Indiana, 


While 


Michigan and Toledo, Ohio. 


Lake Michigan Club. 





Group Who Attended Initial Meeting of Newly-Formed 
( In the Center are A. J. McGivern, 
Manhattan and S. H. Simonsen, Illinois, Who Were Elected 
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there may be some overlapping 
in the eastern section of the terri- 
tory with the Lake Erie and Buck- 
eye Clubs and in the west with 
the Missouri Valley Club, it is 
assumed that wholesalers in these 
sections will obviously determine 
themselves in which group their 
major interests lie. 

Two regular meetings will be 
held each year, one in the Spring 


and one in the Fall, at French 
Lick or West Baden, Ind. 
These meetings will be in 


charge of a chairman and secre- 
tary, elected at each meeting and 


to serve a term of six months. 
Thus, each meeting will be in 
charge of a new chairman and 


secretary who will have had six 
months in which to prepare. 
Each chairman will appoint an 
advisory committee to aid in the 
preparation of the program and 
to assist in any other way neces- 
sary. This committee comprises 
three wholesalers, three manufac- 
turers’ representatives and one at 
large member representing the 
press or any interest other than 
manufacturer or wholesaler, who 
shall act as chairman, The term 
of this committee shall likewise 
be six months and will correspond 
with the term of the chairman 
appointing such a committee. The 
chairman and secretary are always 
to be selected from the same city 
so that they may work together 
with the least inconvenience. 











Phil Eigelback, Tafel Electric Co., 
Louisville, Ky., is threatening to throw 
away the Ilg catalog, so that J. H. 
Niesse, Ilg salesman, will have to lay 
off the rest of the week. But he gave 
it back when J. H. promised to buy 
his lunch. 





Chairman and Secretary Respectively. 
tify Them, They are the Two Fellows Wearing the Car- 
nations. 


In order to preserve the de- 
mocracy of the Lake Michigan 
Club, the chairman will be se- 
lected from Chicago only for al- 
ternate terms of six months. In 
other words, every other chairman 
should be from outside of Chi- 
cago. 

The exact date of each meeting 
is to be left with the chairman 
and it is recommended that, as 
far as possible, conflict be avoided 
with meetings of other similar 
clubs to the end that representa- 
tives of these clubs may be in- 
vited to the Lake Michigan meet- 
ings and likewise a representative 
of the Lake Michigan Club at- 
tend those of clubs in the adja- 
cent territories. 

The idea was also heartily en- 
dorsed to have a _ representative 
membership committee to be com- 
posed of a wholesaler and manu- 


If you Cannot Iden- 
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facturer’s representative in every 
city in the territory, this to be 
augmented by as many additional 
members in Chicago as the chair- 
man may deem necessary. This 
committee will report to the sec- 
retary the names of all whole- 
salers invited to attend so that a 
formal invitation can be extended. 

The chairman and secretary for 
the forthcoming six months are 
A. J. McGivern, Manhattan Elec- 
trical Supply Co., and S. H. Si- 
monsen of the Illinois Electric 
Co., Chicago, respectively. 

The advisory committee con- 
sists of L. Sisskind, General Elec- 
tric Supply Corp., Chicago; J. H. 
Gleason, Graybar Electric Co., 
Chicago; A. J. McGivern, Man- 
hattan Electrical Supply Co., Chi- 
cago; Edw. Kearns, General Cable 
Co., Chicago; Richard Wildauer, 
Arrow Electric Co., Chicago; Ar- 
nold Friend, M. B. Austin Co., 
Chicago, and Howard Ehrlich, 
(chairman) Electrical Trade Pub- 
lishing Co., Chicago. 

ok ok * 

Lappin Takes Over Resco 

The Lappin Electric Co., Mil- 
waukee, Wis., announces that it 
has taken over the entire assets 
of the Resco Electric Supply Co., 
Rockford, Ill. It will operate this 
new property as a branch of the 
Milwaukee house under the name 
of the Lappin Electric Co. 

A. E. Strouss, formerly with 
the Monarch Electric & Wire Co., 
Chicago, is manager of the Rock- 
ford branch and Agnes Kae _ has 


been transferred from Lappin’s 
Milwaukee office to take charge of 
the branch office. Wm. Mareth 


has also been transferred and as 
manager of the store and shipping 
at Rockford will see to it 
that the Lappin clientele receive 
service. - 
1928 Westinghouse Electric’s 
Best Year 

The business of the Westing- 
house Electric & Mfg. Co. during 
the year 1928 the best for 
any twelve months in its history, 
according to the company’s an- 
nual report. Sales billed for the 
were $189,050,302, and the 


room 


was 


year 


net income was $20,814,940, which 
figures exceed previous records by 
$3,500,000 
tively. 


and $2,700,000, respec- 





Manager A. C. Cornell, of Graybar’s Denver branch, was feeling quite happy 


when this was taken. 


Reason: Hardluck Sam had paid him a visit and nothing 


terrible happened. To make it better, we got three of the pretty girls, for 
which Graybar is famous, into the picture. Left to right, they are: Pearl Moore, 
voucher clerk; Helen Rosedale, order clerk, and Lola M. Kunse. 





Delinquent Accounts 

The accompanying tabulation 
shows the number of delinquent 
accounts, the total amounts and 
the average amounts as reported 
to the National Electrical Credit 
Association by member manufac- 
turers and wholesalers through 
its various divisions, for March, 
1929, as compared with the same 
month the previous year. Also 
these figures are shown for the 
first 3 months’ period of 1927-8 
and 1928-9. 


Crannell, Nugent & Kranzer 
Employs New Salesmen 
Henry N. Meyer and A. Cohen, 

formerly with the Welsbach Gas 

Lamp Co., which has discontinued 

its electrical department, have 

joined the sales staff of Crannell, 

Nugent & Kranzer, New York, 

N. Y. This company has also 

taken on the complete lines of 

Cutler-Hammer motor _ control 

equipment including remote con- 

trol switches. 


COMPARATIVE STATEMENT OF PAST DUE ACCOUNTS REPORTED 
MARCH 31, 1929 
NUMBER OF ACCOUNTS REPORTED 








%o % 
Increase Increase 

March or 3 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
te. 368 268 —27.1'% 929 683 —26.5 % 
Middle & Southern Atlantic. 195 17% —9.7 % 537 441 —17.9 % 
New England ...........«s. 98 167 +704 % 352 458 -+30.1 % 
Parihe Gost. sessoweeese uke 12 12 None 29 40 +38 % 
GORE. eats ee < Se 1096 740 —32.4 % 2690 1934 —28.1 % 
ODARS . Sekncisheeeeee 1769 1363 —23 % 4537 3556 —21.6 % 

TOTAL AMOUNTS REPORTED 
% % 
Increase Increase 
March or 3 months or 
Division 1928 1929 Decrease 1928 1929 Decrease 
Mew York .......;% $ 48,397 $ 64,073 + 32.3 % $137,007 $134,242 -— 2 % 
Middle & Southern 
Atlantic ......... 27,186 24,576 — 9.6 % 72,609 62,756 — 13.5 % 
New England ...... 11,716 23,468 +100.3 % 42,438 61,851 + 45.7 % 
Pacific Coast ....... 1,736 1,106 — 36.3 % 4,856 10,844 +123.3 % 
ee See ae 124,008 95,779 — 22.6 % 325,321 233,633 — 26.2 % 
TOTAL _. $213,043 $209,002 — 1.9 % $582,231 $503,326 — 13.6 % 
AVERAGE AMOUNTS 

March 3 months 
Division 1928 1929 1928 1929 
DE ANNES oiaxc tie, Kec Rae ws ee ee $131 $239 $450 $576 
Middle & Southern Atlantic 139 139 402 428 
ai FE A RENE , o2:s ow, es ahaasi aio kore 119 140 361 390 
PPE CING HOGS. ss osc. cos-cc baer eons sae ees 144 92 517 Tt7 
SE ll A SAE TAP EEL Py EY: 113 129 365 359 








May, 1929 THE soBpBeER’sff)SaALESMAN 41 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 








b. riple Insulated Armog 


€ 


. RIPLE Insula- 

> tion is now ready 

~~ to make more sales of 
~ 


Ettco Armored Cable for you. 
~ 
& 
a 
















HEAVY 
COTTON BRAID 














ELASTIC 
TOUGH FIBROUS 
KRAFT PAPER 





©, Each wire is enclosed in single 

braid; the difficulties of splitting 
duplex braid. have been eliminated; 
bushing cut ends of armor is now un- 
necessary. 
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NATIONAL 
ELECTRIC CODE - 
RUBBER 


Each wire is sleeved in tough, heavy Kraft 
paper under its single braid. This highly 
efficient insulation is easy to strip, yet clings 
to the rubber, giving protection clear to the 
splice. 














Sound, solid rubber, of full code specifica- 
tion, backs up the Kraft paper and braid, 
altogether giving 400% more dielectric 
strength. 


Carry the good news to 
your contractor friends. 


Eastern Tube & Tool Co., Ince. 
Brooklyn, N. Y. 
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A group of those attending the general sales meeting held by the Pierce 
Electric Co., Tampa, Fla., at the Floridan Hotel, February 7, 8 and 9, gathered 


together for this picture. 


Front row, left to right: J. H. Lide, Westinghouse 


Electric & Mfg. Co., Atlanta, Ga.; R. H. Robbins and Chas. Adams, Hubbard 
& Co., Pittsburgh, Pa.; E. G. Marx and H. W. Fitch, Pierce Electric Co., Jack- 
sonville, Fla.; J. J. Mitchell, Pierce, St. Petersburg; J. C. Montgomery, Pierce, 
Miami; S. Barton, Westinghouse, Atlanta, Ga.; W. D. Jerger, Westinghouse, 


Tampa, Fla., and H. A. Regar, Pierce, Tampa, Fla. 


Back row, left to right: 


O. K. Weatherwax, Pierce, Miami; R. P. Smith, Westinghouse, Orlando, Fla.; 
P. W. Harrell, Westinghouse, Tampa; B. E. Pearce and D. E. Brunskill, Pierce, 
Tampa; J. C. Boesch, Westinghouse, Tampa; G. A. Sawin, Westinghouse, Pitts- 
burgh; E. M. Fay, Pierce, Miami; J. B. Phillips and A. L. Campbell, Pierce, 


Jacksonville. 





Making New Orleans Air 
Conscious 

During May, June and July the 
buying public of New Orleans will 
hear and read more about venti- 
lation than they would in several 
years under ordinary conditions. 

In the matter of desk and ceil- 
ing fans, this city has done a re- 
markable job, as 95 per cent of 
the wired structures are equipped 
with some kind of fans. In ven- 
tilation, however, it is frankly ad- 
mitted that the surface has hardly 
been scratched and it is to 
rect this condition that the Elec- 
trical League has launched the 
present campaign. 

L. L. Hirsch, president of the 
Electrical Supply Co., is chair- 
man of the League’s committee 
which is handling the executive 
and financial affairs of the move- 
ment. All branches of the indus- 
try in New Orleans have con- 
tributed both money and effort 
to put the message before the 
people so strongly that not only 
interest, but an unprecedented 
amount of business will result. 

The main feature of the cam- 
paign will be 40 to 50 newspaper 
advertisements that will thorough- 
ly inform the public as to the 
great benefits to be derived from 
exhaust fans—selling the idea 
from the standpoint of health and 
comfort. Many other plans will 


cor- 


be perfected, such as_ exhibits, 
comparative tests, etc. 
As to the benefit to the local 


electrical industry, the possibilities 
are limited only by the amount of 
co-operation and effort advanced 
by all concerned. An estimate of 
$900,000 in potential sales in a 
few months, they consider to be 
conservative when the number of 
prospects is considered. 

This is a great opportunity for 
the jobbers’ salesmen of New Or- 
leans to work with the contrac- 
tors, through whom the largest 


part of this business will be 
cleared. If every man in the 
electrical business talks ventila- 
tion to all customers contacted, 


there is no doubt that results will 
be astonishing, even to the men 
who are responsible for the cam- 


paign. 


Old Things Sometimes 
Seem New 
By WiLiis PARKER 
HE newest things under the 
sun are not always the latest 
items to be offered the trade. So 
the electrical wholesaler’s salesman 
need not think that he is doing 
his duty to his firm or to his trade 
by carrying in his sample case or 
in his illustrated catalogue only 
the articles that have most recent- 
ly been stocked by his company. 

There are so many items in elec- 
trical supplies and appliances that 
it is impossible, if not impractical, 
for the average contractor-dealer 
to be entirely familiar with all of 
them though they may be consid- 
ered staple items and they may 
have been in stock for years. 

L. B. Johnson, sales manager of 
the General Electric Supply Cor- 
poration.of Denver relates an in- 
stance wherein he filled his sample 
cases with staple articles only— 
articles that had been carried by 
his firm for many years—and called 
upon a public utility company. He 
laid out his samples and proceeded 
to take down the order that the 
company’s buyer had prepared for 
him. After this was concluded he 
asked the buyer to look at his sam- 
ples. 

The upshot of the incident was 
that the buyer purchased 26 addi- 
tional items or lines of items that 
he did not know the electrical 
manufacturing company was mak- 
ing. In fact he didn’t know that 
such items were on the market, 
although, according to Mr. John- 








Saturday afternoon at Braid Electric Co., Memphis, Tenn. 


Left to right: 


C. H. McDowell; C. C. Lyles; E. E. Hyde, manager, and Julian A. Green, 
formerly with Atwater-Kent and now general sales manager of the Supreme 


Instrument Co., Greenwood, Miss. 


This Braid house has only been open since 


last September and is going stronger all the time. 
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Wherever individual light is needed--the BUSS will fit 


es TT 2 








vat 


Constantly, new 
and unique uses 
for BUSS Lights 
are found by Job- 
ber’s Salesmen. 


Some of the newly 
discovered uses mean 
volume-outlets for 
BUSS Lights while 
all of them prove one 
can never tell just 
where a new place for 
BUSS Lights will be 
found. 

Salesmen report 
BUSS Lights sold to: 
Club Houses 

A wall-light, table- 
light, bed-light, shav- 
ing light, all in one. 
Hospitals 

In sick room and 
laboratory. 

Rail Terminals 

Lighting gatemen’s 
and conductors tables. 
Churches 

On pulpit and organ. 
Hotels 

In guest-room, res- 
taurant, pantry, on por- 
ter’s desk, spot-lighting 
lobby paintings. 
Offices 

On lobby wall or 
table, on executive's 
desk, switch board, 
typist’s desk, clamp 
lamp for comptometer 
operator and file clerk. 


Stores 
On counters, and 
in window displays. 
Industrial Plants 
punch-press, 
screw-machine, gear- 
cutters, bench, stock 
bins, printing presses. 
sewing machines, 


knitting machines. 


And now, 


BEEIREE Re 


BUSS Lights in a Beauty Shop 


suggesting many other sales-producing uses 


R. P. Dunning, Sales Department, Graybar Electric 
Company, Columbus, Ohio, was called in to solve a prob- 
lem in individual lighting for a beauty parlor. Here is 
the way he tells about it:- 


“Several weeks ago the lamp department manager of 
F & R Lazarus Co. of this city asked me to see Mrs. 
Kuhlman of their Nuvogue Beauty Shop to solve a 
job of lighting in the booths. They wanted a light that 
was small, easily attached, and adjustable in operation 
for use on the arm of the chair; the light to be thrown 
on the hands only for manicuring. It took but a second 
to see how ideal the application was for a BUSS lamp, 
so securing one from the lamp department the problem 
was solved and with 22 booths in their shop it is not 





hard to see the possibilities that exist today for the sale of 
BUSS Lamps in Beauty Shops throughout the country.” 
How many beauty shops are there in your territory? 
And how many other kind of shops where similar adap- 
tation of BUSS Lights can be made? 
Every one of these examples is just another proof that 


wherever individual light is needed—the BUSS will fit! 


Hey Fellows!! 


$10- for your experiences 

Send us suggestions for new uses for BUSS 
lights taken from your experiences. We will 
pay $10 for each one that is suitable for use in 
this or other publications. 


BUSSMANN MANUFACTURING COMPANY, University at Jefferson, St. Louis, Mo. 
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son, most of them had been con- 
sidered staple merchandise for 
more than ten years. 

“T have found it a good practice 
to carry something of a staple na- 
ture with me on all sales trips,” 
Mr. Johnson exclaimed. “During 
the course of the interview the 
article may be produced and it is 
quite certain that out of the many 
contractor-dealers that the sales- 
man calls upon in the course of a 
week, many will not have heard 
of the item, will be curious about 
it and some will exclaim, ‘Why, I 
never knew such things were 
available’ and they will buy of it. 

“We have in our city sales de- 
partment several panels on which 
are fastened samples of some of 
the electric light fixtures and other 
supplies that we carry. It is really 
surprising how many visitors who 
should be entirely familiar with 
every item of electrical merchan- 
dise that comes out, especially 
those in the nature of light fixtures 
and used in wiring, will look over 
those panels and find things they 
never heard of before, yet which 
we have carried and which we 
have been offering to the dealers 
for years. Many additional sales 
have been made by this system, 
which proves without a doubt that 
the trade is just as much interested 
in old things they don’t know 
about as they are interested in the 
latest appliances and equipment 


that the manufacturers conceive 
and produce.” 
A. L. E. A. Mid-Summer 
Convention 


The Mid-Summer Meeting of 
the Artistic Lighting Equipment 
Association will be held at the Ho- 
tel Chelsea, Atlantic City, N. J., 
June 5 to 8 inclusive. This is 
during the week of the convention 
and exhibition of the National 
Electric Light Association. 

The tentative business program 
is as follows: 

Wednesday, June 5:—Porcelain 
fixture manufacturers, A. L. E. A., 
chairman, L. L. Reading, Franklin 
Pottery, Inc.; meeting of board of 
directors, chairman, C. A. Bridges, 
Moe-Bridges Co. 
Thursday, June 6:—Stamping 
and parts manufacturers’ section, 
chairman, M. E. Surface, American 
Brass & Copper Co.; first general 


session, A. L. E. A., chairman, 
C. A. Bridges, Moe-Bridges Co.; 
A. L. E. A. manufacturers selling 
through jobbers, chairman, L. L. 
Reading, Franklin Pottery, Inc. 

Friday, June 7:—Exterior light- 
ing and lantern section, chairman, 
D. E. Lindsay, Murlin Mfg. Co.; 
Dealer section, A. L. E. A., chair- 
man, James Krieger, “Lighting 
Fixtures & Lighting” ; General ses- 
sion, A. L. E. A., chairman, Her- 
man Plaut, L. Plaut & Co. 

Saturday, June 8 :—Fixture chain 
manufacturers, chairman, S. Put- 
man, Newark Metal Mfg. Co. 

x * x 
American Electrical Supply 
Changes 

Charles S. Worden is back with 
the American Electrical Supply 
Co., Chicago, as its sales manager. 





He was recently with George 
Richards. 
W. R. Smith, assistant sales 


manager, has deserted the jobbing 


field in favor of the real estate 
business in Cincinnati. It is hoped, 
however, that he will sell his new 
commodity in wholesale quantities. 

On April 1, W. A. Jacobs, for- 
merly with Welsbach Co., joined 
the American Electrical Supply 
Co., and is in charge of city sales 
and orders. 

This company has announced 
that it will stock a complete line of 
Cutler-Hammer controllers and 
switches. 


* * * 
Graham Heads Chamber of 
Commerce 
Allan Graham, vice-president 


and general manager of the Tri- 
State Electric Co., Sioux Falls, So. 
Dak., was elected president of the 
Chamber of Commerce of Sioux 
Falls. Mr. Graham has served as 
vice-president of the Chamber of 
Commerce, and is also past presi- 
dent of the Sioux Falls Rotary 
Club. 








The upper photo is an interior view of the new home of Nelson & Co., 
Tulsa, Okla., located at 710 S. Main St., where the company now has ample 


space for the storage and display of electrical devices. 


Warehouse and track- 


age facilities, 108 by 170 ft., have also been purchased at Cameron & Detroit 


tS., 
secured at the same location. 


which will handle two cars of electrical material. 
The company was recently appointed distribu- 


A pole yard has been 


tor for Holmes electric refrigerators in Tulsa and Washington, Osage, Creek 


and Rogers counties in Oklahoma. 
shown in the lower picture. 
Murdock; C. 


Members of the sales department are 
Reading from left to right, they are: F. L. 
B. Nelson; T. M. Wissenbach; T. P. Nelson; Miss A. L. Len- 


non; Miss R. Foyil; P. K. Nelson, and Robt. Van Sont. 
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“No throat irritation—and a 50% saving 


“USE A 


KONDU 
INSTEAD 


OF A 


THREAD” 





in labor cost— 


“Since Pm using a KOND! 
instead of a thread”’ 


“Before we used KONDU Threadless 
Fittings, I had to holler at the boys to 
speed up the conduit work. But I 
don’t need to now—and I feel much 
better and have put on thirty pounds. 


“I like to see a man fit snug into a 
big suit of clothes, and have a good 
reason for it. With me the reason is 
the saving we are making by using 


KONDU!” 
(Signed) lo Charhee 


Yes sir, all the bother of threading 
conduit—all the extra costs of pipe 
stocks and dies, of threading machines, 
and extra labor— are wiped off the slate 
by the Konpou Threadless Fitting. 


It’s a union in itself. Konpu’s bull- 
dog grip holds tight, no matter how 
much vibration. 


Your men don’t even have to scrape 
the enamel off the ends of the conduit— 
the grounding rings of Konpu bite 
right through, giving a perfect ground. 


By far the easiest fitting 
for making changes 

Konpu goes right into a conduit line that is 
already in place—your men don't have to disturb 
any of the conduit to make a change or repair. 

There are many more features of Konpu that 
mean added savings. Write for the Konpu 
Catalog, showing the full line. 


ERIE MALLEABLE IRON COMPANY 
600 West 12th Street 
Kondu Division ERIE, PA. 


Canadian Representative: 
Kondu Manufacturing Co., Ltd., Preston, Ont. 


KONOU 


FIRST IN THE FIELD OF THREADLESS FITTINGS— CAN BE TAKEN OUT 
OF THE LINE ANYWHERE, AT ANY TIME 
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Two high-powered sales executives to one customer doesn’t seem quite fair, 
but T. J. Reeves (center), Western Colorado Power Co., Telluride, Colo., is 


really enjoying it. 


His hosts are J. W. (Jim) Ryall (left), manager of the 


electrical department, and H. E. Leigh, manager of the Westinghouse depart- 
ment, Mine and Smelter Supply Co., Denver. 





Market Development Under 
Way in Philadelphia 
Jobbers in Philadelphia have 
made substantial contributions to 
the market development fund be- 
ing raised by the Electric Club of 
Philadelphia. This group was 
first to contribute its share and it 
is now very active in raising the 
balance of the money necessary 
to make Philadelphia one of the 
most active territories in market 

development. 

A. L. Hallstrom, manager of the 
Graybar Electric Co., and _ vice- 
president of the Electric Club, has 
acted as chairman of the jobbers 
group. Among the jobbers con- 
tributing to the fund are: Philip 
Cass & Co.; Elliot-Lewis Electric 
Co.; General Electric Supply 
Corp.; Graybar Electric Co.; Nov- 
elty Electric Co.; Rumsey Electric 
Co.; Colonial Electric Co.; Jones- 
Beach & Co.; Franklin Electric 
Co.; H. C. Roberts Electric Sup- 
ply Co.; John Y. Parke Co.; Royal 
Electric Supply Co., and Schim- 
mel Electric Supply Co. 

To intensify the sale of electric 
refrigeration the Electric Club 
held a refrigeration show in the 
Edison Building during the week 
of April 22. Considerable time 
and money was devoted to the 
success of this show and to make 
it a success a special section was 
run in several of Philadelphia’s 


Sunday 
the 


leading 
preceding 
show. 

A lecture service was one of the 
features of the show. Each after- 
noon a demonstration and talk on 
the preservation of food, making 
of frozen desserts, etc., was given 
by recognized authorities on these 
subjects. As an additional attrac- 
tion the music was furnished by 
the National Broadcasting Com- 
pany’s “South Sea Islanders.” 

‘.2°s 


Listenwalter & Gough 
Purchase Baker-Joslyn 
Interests 


One of the largest electrical 
supply houses in the West was 
formed recently when Listenwal- 
ter & Gough, Inc., Los Angeles, 
Calif., purchased the business of 
the Baker-Joslyn Co., San Fran- 
cisco, Calif. C. G. A. Baker, form- 
erly president of the Baker-Joslyn 
Co., has retired from the business 
and to use his own words, he be- 
lieves “that the control of the busi- 
ness is being assumed by a fine 
and able organization.” 

This merger gives Listenwalter 
& Gough two houses in San Fran- 
cisco, as the site of the newly ac- 
quired company will be retained. 
It will be used as the San Fran- 
cisco warehouse, while the offices 
and showrooms will occupy the 


newspapers the 
the opening of 


present quarters of the company 
in that city. The combined build- 
ings give a total of 32,000 square 
feet. 

W. H. Kaemper, vice-president 
of the Listenwalter & Gough 
company and manager of the San 
Francisco house will have charge 
of the new set-up, with a sales 
force of 17 under his supervision. 
The majority of the Baker-Joslyn 
personnel has been retained. 

Through the combining of the 
products of these two companies, 
Listenwalter & Gough will have, 
it is believed, practically the most 
varied and at the same time most 
complete line of electrical equip- 
ment in the state of California, 
this in view of the fact that the 
Baker-Joslyn organization was 
considered a leader in the distri- 
bution of electrical construction 
materials. 

* * * 
N. E. L. A. Convention 

The N. E. L.A. meets this year 
at Atlantic City the week of June 
3. The program has been arranged 
to present the most important of 
the subjects engaging the imme- 
diate attention of the industry. 

The session on Thursday, June 
6 is built around the fiftieth an- 
niversary of the electric incandes- 
cent lamp, and a splendid pro- 
gram has been prepared to launch 
“Light’s Golden Jubilee.” 


* * Xx 


Ruble Gets Elected— 
and How! 

If they ever revive that popular 
play of 20 years ago: “Running 
for Office,” we can make a fine 
suggestion for leading man. This 
fellow, Les Ruble, sales manager 
of the North Coast Electric Co., 
Seattle, Wash., seems to run ahead 
of his ticket every time they need 
a good hustling mixer. 

He has recently been elected 
vice-president of the Earlington 
Golf Club and president of the 
Sales Managers Association. Next 
came the Seattle Chamber of Com- 
merce, which made him a member 
of the Board of Trustees and put 
him to work on its Industrial 
Committee. Last, but not least, 
he is now Chairman of the Mem- 
bership Committee of the Arctic 
Club. In between his various ac- 


tivities he stops for a meal or a 
nap. 
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‘Good Idea!”’ 


‘‘°1] just slip one of these 


7 X 
Are you familiar = NQARK RENEWABLE FUSES 


into my portfolio, and let my customers see what it’s 
a eet all eid. The renewable idea ioasl new, but the thought 
of demonstrating it to my customers certainly is new.” 
Why not see how it works? 
All Noark Fuses—Indicating, Non-Indicating and Re- 
newable—are guaranteed to “blow on the dot.”’ 
{ Catalog, Prices and Discounts on Request } 











A request on your 
business stationery 
will bring you a sam- 
ple for inspection and 





« trial , . ©OL1’s PATENT FirE Arms MFe. Co. 
} its HAartrorpD, Connecticut, U.S. A. @q 


33-F-44 NEW YORK + BOSTON + PHILADELPHIA + CHICAGO + SAN FRANCISCO 
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Erner Acts as Host 
to Dealers 

J. Sidway, vice president and 
treasurer of the Erner Electric Co., 
Westinghouse agent-jobber at 
Cleveland decided one day that it 
would be highly beneficial to in- 
vite all his dealers and prospects 
to be the guests of the company 
for a day and to spend this day 
in the appliance plant of Westing- 
house. 

Letters were sent out to all 
dealers and prospective dealers in- 
forming them that this trip was 
being planned to further acquaint 
the dealers with the plans and 
activities for the ensuing year. 
Complete detail was given in the 
letter as to what the trip would 
consist of and about fifty dealers 
eagerly responded. 


The trip from Cleveland to 
Mansfield, about seventy miles, 
was made in Cleveland South- 


western cars, leaving Cleveland at 


nine o’clock in the morning. On 
arriving in Mansfield the group 


was escorted to the Westinghouse 
plant and here a tasty lunch was 
served in the company’s cafeteria 
by Miss Alice McCarren, director 
of home economics. 

After a tour of the factory, talks 
were given on the Westinghouse 
electrification dealer plan, domes- 
tic appliance, safety switches, 
sales promotion and advertising, 


and on the new Westinghouse 
electric refrigerator. The group 
assembled at the Leland Mans- 


field hotel in the evening for a 
banquet and at nine o’clock it was 
all aboard for Cleveland again. 
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Guests of the Erner E 
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ctric Co., Cleveland, O., Who Visited 


News from Fox 
Electric, Elgin 

At a recent local exposition in 
Elgin, Ill., one of the booths was 
occupied by the Fox Electric Sup- 
ply Co., of that city, with a com- 
plete display of “Bee-Vac” electric 
cleaners and washers. The com- 
pany claims that this booth en- 
abled it to sign up a number of 
‘Bee-Vac” dealers. 

The services of the Fox com- 
pany were recently improved by 
the installation of a_ telephone 
switchboard and by the addition 
of two new counter men, Floyd L. 
Dahn and Lawrence H. Smith. 

In line with its report of an 
ever-increasing business, plans are 
being made to enlarge this com- 
pany’s quarters in Elgin. 

* * * 
Federal or Rebel 

Noted as a hound for trouble, 
Fred J. Schmidt, sales manager of 
the Illinois Electric Co., Chicago, 
has gone to Monterey, Mexico, for 
a nice quiet vacation. It is whis- 
pered that he is studying the tech- 
nique of a few guerrilla tactics as 
applicable to selling in Chicago. 
However, knowing Fred’s ability 
to combine work and. play, John 
Duncan is anxiously awaiting an 


order for potato mashers and 
jumping bean catchers. 
* * * 
New Offices for 
Metropolitan 
The Metropolitan Electrical 


Supply Co., Chicago, has moved 
from its old quarters at 180 W. 
Lake St. to considerably larger 
and more modern offices at 321 


S. Desplaines St. 





> oii Gans ee ns sete 


Westinghouse at M 


Sidway. 





Charley Kleinschmidt of the General 
Electric Supply Corp., Jackson, Miss., 
has hit upon a novel manner of dem- 
onstrating “Buss” lamps. It is shown 
here over a card index cabinet prom- 
inently displayed before the eyes of 
visiting dealers. 





ansfield, O., Under the Guidance of “Jim” 


Another Jobber to Distribute 
Refrigerators 

The Belmont Corp., Minneapo- 
lis, Minn., announces its appoint- 
ment as northwest distributor for 
the Holmes electric refrigerator. 

This company has also accepted 
a “B” agency appointment for 
National “Mazda” lamps. 

Two new products of the Thomas 
A. Edison laboratories, the “Edi- 
craft” automatic toaster and si- 
phonator, have also been added to 
Belmont’s lines. 


* * * 
Philadelphia Electric Club 
Gives Luncheon 

At a recent luncheon given by 
the Electric Club of Philadelphia, 
Joseph M. Pratt, Rumsey Electric 
Co., Philadelphia, was chairman 
of-the-day. An address was given 
by Charles R. Toothaker, curator, 
Commercial Museum, Philadel- 
phia, on “Commerce Unites the 


World.” 
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newable Fuses supports 


unnecessary shutdowns. 


does blow, confining it 


contacts. 





THE GREATER PENOBSCOT BLDG., Detroit, Mich. 
Owner of Building—Simon J. Murphy Co And they cost no more than other 


Architect—Smith, Hinchman & Grylls makes of renewable fuses 
General Contractor—A. A. Albrecht Co 


Electrical Contractor—Hatzel & Buchler, Inc 








the 
strip so it will not sag or stretch, 


preventing premature blowings 
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such remarkable strides? 


protection is wanted. 


No Premature Blowings 


The powder packing in TRICO Re- 


fusible caused by the molten fusible strip, 


No Charred Casings 


The powder packing chokes the 
to the inner renewal casing, thus 
preserving the outer casing for continued usefulness. 


Copper-to-Copper Contacts 


TRICO is the only renewable fuse having copper-to-copper 


Reduced Watt Loss 


This saving is possible because of the solid copper-to-copper 
contacts and the cooling qualities of the powder packing 


Time Lag 
An important factor in TRICO Renewable Fuses which 


retards or LAGS the blowing to « 
limit prescribed by the authorities. 


Free Samples on Request 


TRICO FUSE MFG. CO., 1004 McKinley Ave., Milwaukee, Wis. 


arc O 


Detroit’s Newest Skyscraper 
is Completely Equipped with 


TRICO 


RENEWABLE 


FUSES 


They’re ‘“Powder-Packed” 


MAN IN THE INDUSTRY. 


Why are TRICO Renewable Fuse installations making 


Because TRICO fits into the 


Here are the main reasons: 


No Oxidized Contacts 


profit scheme where money-saving, dependable electrical 


Fouling of metal terminals, usually 


smoke or carbon deposits, is prevented 


and by the powd:r packing in the 


newal element. 


r flame when the fuse 
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REG. U. S. PAT. OFF. 


3ES —NON-RENEWABLE 





FUSE 


S—FUSE PULLERS 

















50 THE JOBBER’SfJ)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Electrical Supply Opens 
Flint House 

The Electrical Supply Co., Pon- 
tiac, Mich., has opened a branch 
house at %27 Louisa St., Flint, 
Mich. Morris Rosenberg is in 
charge. 

ok * * 

Selling the Furniture and 
Department Store 
(Continued from Page 11) 
service calls, or can send a man 
to train the ‘store handy man’ to 
make small repairs that will ap- 
peal to these non-electrical deal- 

ers.” 

Selling department stores is a 
possibility which few salesmen 
have sounded to any great depth, 
but it can be done, and as a matter 
of fact is being done right now. 
Some jobbers are doing it because 
the line they represent cannot be 
secured in any other way than 
through the electrical jobber. 
Others run into problems. One in 
particular which is difficult al- 
though not impossible to over- 
come is the price situation which 
will be discussed a little later. 

Ralph Furbay has a most de- 
sirable department store on his 
list of customers. And, oddly 
enough, it is one of a group of 
chain stores, but purchases may 
be made locally so Ralph has lost 
no time in selling the buyer of 
the appliance department. While 
they devote no space in _ their 
newspaper advertising to electrical 
appliances, Mr. Furbay has placed 
in their hands convenient circulars 


which are distributed when par- 


cels are wrapped. This is a most 
effective way of advertising and 
serves to popularize that particu- 
lar department. 

The Electric Appliance Co., 
Peoria, has a big department store 
account on its books. And W. H. 
Paschen, manager of the electrical 
department, tells below just how 
this business was secured and is 
being held. 

“Generally speaking, I believe 
the best way to ‘get in’ with a 
department store is via the “back 
door.’ By this, I mean first the 
electrical service man, then the 
maintenance man and finally the 
department buyer. I have found 
that where you go first to the 
buyer, he will either tell you that 
the markup is not enough or they 
are buying direct from the manu- 
facturer, and in some cases this 
is true, or he will refer you to the 
merchandise manager. Usually this 
man is one who wants to buy 
nationally advertised goods at a 
long discount, and use these items 
as a leader at cut prices, and if 
he shops around long enough he 
can usually find some ‘weak- 
kneed’ jobber who is looking for 
volume and is willing to sacrifice 
most of his profit to get this vol- 
ume. Occasionally we find the 
same kind of a manufacturer who 
reserves the right to sell depart- 
ment stores direct. This not only 
leaves the jobber ‘out in the cold’ 
on volume business, but gets the 
buyer to thinking that he is ‘too 
big a buyer’ to buy from a job- 


ber. 


“I have in mind one department 
store with whom we are doing a 
nice lamp and appliance business. 
When we first started calling on 
this account we were met with 
the usual resistance. The buyer 
referred us to one party, he to 
another, and so on down the line 
and back again until in all we 
were trying to run down no less 
than five individuals for a decision 
and each one trying to side-step 
the issue by putting it up to the 
other fellow. 

“Finally we started in via the 
back door. We got the service 
man and maintenance man com- 
ing in for pick-up items. Then 
we used the service argument on 
the buyer who began to see the 
light of buying locally as needed, 
which greatly reduced his stock 
investment. 

“About this time the present 
buyer left for another job and one 
of his floor salesmen was ad- 
vanced to buyer. We immediately 
tried to tie this buyer to us solid- 
ly by offering and giving lots of 
help and suggestions regarding 
their electrical department. Being 
a new department buyer, this was 
readily accepted and we were in a 
better position to offer these sug- 
gestions than our competitor for 
we had been contacting with this 
salesman previous to his advance- 
ment. Unless there is a radical 
change in the store’s policy with 
buyers, our competitors will have 
a hard time jarring us loose, ex- 
cept perhaps on cut prices.” 

Price is, of course, determined by 
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With the object of fostering good fellowship, the elec- 
trical wholesalers of Denver sponsored a dinner and en- 
contractors 
Those in attendance, and a picture of 
whom is shown above, totaled 81, the contractors num- 


tertainment for all electrical 


short time 


ago. 


pee 


salers division 


of the city a_ presided. 
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bering 44. Clifford G. Knapp, chairman of the whole- 
of the 
1. John J. Cooper, for the wholesalers, and James 
R. Collier, for the contractors, gave short addresses en- 
couraging a spirit of greater co-operation. 


Electrical League of Colorado, 
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Left . .. The 
new KAS-LITE 
Junior No. 650 
for Display 
Case Lighting. 


tes S ae 
Sterling Reflec- 
tor No. 251 for 
Show Windows. 
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Sterling Reflectors and Sterling Flood-Lighting Equipment is popular and 
successful among electrical dealers, contractors, and jobbers . . . because 
it is made and sold on a basis of quality . . . insured by “‘A Lifetime 
Guarantee.” 


Sterling quality has developed and improved lighting for Show Windows, 
Display Cases, Coves . . . interior and exterior Spot and Flood Lighting 
to the highest degree of efficiency ever attained. 


Only a few units of Sterling Products are shown here. Send for catalog 
which illustrates and describes the complete line. 


Reflector & Illuminating Co. 


Manufacturers & Engineers 


1415 Jackson Blvd. Chicago, U.S. A. 


REPRESENTATIVES IN ALL PRINCIPAL CITIES 


Left. . . Sterling 
FLOOD-O- 
LITE No. 5240 | 


for exterior 


Flood Lighting. 
Riek ?.... 


Sterling Reflec- 
tor No. 239 for 
Cove Lighting. 
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Jobbers—ABolite Reflectors 


Sales 





Increase Your 





ABolite Porcelain-Enameled Reflectors 
make profits at every step in a sale. On 
your shelves their interchangeable features 
enable you to cover every industrial light- 
ing need with lowest possible stock in- 
vestment and space. In making the sale 
their attractive appearance and their 17 
years’ reputation help to clinch business 
easily. On the job, ABolite ReliABility 
sells for you year after year. 


Quality Reflectors for Every Need 
Today it is easy to sell good lighting. 
Plant executives insist on it. Workers 
respond to it. Production speeds. Quality 
increases. Good light is needed—properly 
directed. ABolites are the choice of archi- 
tects and illuminating engineers because 
they put the light where it is needed. 





There is an ABolite reflector for 
every lighting need. ABolites are 
helping skilled mechanics build 
the Marmon, Studebaker, Oak- 
land, Buick, Nash, Chevrolet and 
hosts of others too numerous to 
mention. They concentrate at- 
tention upon sign-boards along 
the Main Streets of the Nation. 
They are focused on the country’s 
greatest stages. And everywhere 
in ABolite equipped show-win- 
dows and salesrooms merchandise 
is displayed most attractively. 





ABolite steel is of a special heavy 
gauge, for maximum rigidity and 
resistance to damage. Exterior is 
finished in green. Enamel is ex- 
ceptionally lustrous and durable 
and shows a minimum of light 
absorption. A few of the ABolite 
constructions are shown here. 





There is an ABolite for every 
lighting requirement of industrial 
plants, signs, roadways,  side- 
walks, yardways and garages. 


Catalogue No. 180 is new and gives complete information. Write for it. 


The ABolite Reflector Co. 


7500 Stanton Avenue 


Cleveland, Ohio 
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We think these two belong together, 
although their ideas are slightly differ- 


ent. In other words, Davis McMakin, 
on the left, is office and credit manager 
at Revere Electric Co., Chicago, so he 
tries to see how much do-re-mi he can 
collect for Van Marker and put in the 
bank. But his side-kick, W. P. Zim- 
merman, purchasing agent, turns right 
around and spends it, and how. 





quantity purchases, so in the case 
of department stores it enters into 
the situation only when the estab- 
lishment is large. A visit to the 
great department stores which line 
State street in Chicago proved 
that even that problem can be 
solved. While they prefer to buy, 
and actually do buy direct from 
the manufacturer, their “pick-up” 
business runs into considerable 
volume. As one large buyer put 
it, “Out of 100 pieces purchased, 
80 are bought direct and 20 are 
secured in ‘pick-ups!’” Twenty 
pieces out of 100 when the volume 
is large is no small amount of 
business, and, obviously, the job- 
ber’s salesman who contacts such 
accounts, driving home the idea 
of prompt service on “pick-ups’”’ is 
going to find that his volume of 
sales on electrical appliances has 
been considerably increased by 
such sales efforts. 

Go after this pick-up business. 
In the case of large department 
stores it is highly profitable, and 
in the meantime, you are getting 
yourself in a_ strategic’ position 
should anything “break” in a 
change of policy on any manufac- 
turer’s part. 

The furniture dealer, the de 
partment store are both being sold 
and sold daily by the jobbers’ 
salesmen who unhesitatingly go 
after this class of business. And 
the quicker we all try to sell 
these two channels, the quicker 
the simplified plan of distribution 
will again become a national in- 
stitution. 
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Floor Polisher 


FREE 


New Low 
Prices to You! 















Always a_ leader, CLEM- 
ENTS-Jewel now offers En- 
closed Unit Construction. 
Without question the greatest 
advance in vacuum cleaner de- 
sign. Simplicity of construction 
made simpler, life still further ex- 
tended, suction power increased 
to highest practical degree. 


Improved design of fan and 





“Water Lift” 
Test Shows 
Clements-Jewel 
Stronger 


Here is pictured 
the Static Pressure 
Gauge used on 
test suction pow- 
er. The new 
CLEMENTS- 
Jewel shows 
inches more pow- 
er: a tribute to 
new design prin- 





















fan chamber increases power, cules ilies | | 
not by increasing motor speed by CLEMENTS’ | 1 | 
but by lightening its load and oeme Xs \ 
increasing its efficiency. ees ee: 




















CLEMENTS-Jewel comes to the jobber at a new 
attractive price and its sturdy dependability is a safe- 
guard to both presitige and profit. 

The CLEMENTS Jewel is the result of nineteen 
years of fine cleaner building by an organization whose 
industrial products have been specified by widely ~ 
known users throughout the world. 


No belts, brushes, or other delicate moving parts to 
complicate, just real deep cleaning power plus simplic- 
ity and dependability. 


Send for a sample, submit it to all known tests and 
convince yourself that you can recommend and mer- 
chandise it with utmost confidence. 


Clements Mfg. Co., 625 Fulton St., Chicago, Il. 
Ball easton 
Ck JEWEL 


“Backed by 19 Years Fine Cleaner Manufacturing” 
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Keeping Pace! 
IFTY years ago, in 1879 to be exact, 
Thomas A. Edison made possible the 
lighting convenience we presently enjoy. 
For in that year the incandescent lamp was 
born. 


The civilized world today is benefitting by 
the advancements made in the development 
of electric illumination since the contribu- 
tion of this invention. 


Kayline, too, modestly points to its con- 
tribution to the lighting industry and its 
preeminent position in it. For thirty-five 
years this company has kept pace with the 
tremendous progress made in both manu- 
facturing and merchandising of lighting 
fixtures and their attendant factors. 


Every Kayline product reflects mastery 
of craftsmanship, lending that distinction 
which years of experience have built up. 


The diversified line practically meets 
every need and requirement. Kayline 
products represent a definite standard of 
value and are so recognized. Complete 
details may be had on request. 


Sold Through the Jobber 


THE Beaver NE CO. 


602 Huron Road 
CLEVELAND, OHIO 
Manufacturers of Lighting Equipment 
SINGS. 3895 








Metropolitan, Chicago, 
Moves 
The Metropolitan Electrical Sup- 
ply Co., Chicago, has moved from 
180 W. Lake St. to new offices at 
321-323 S. Desplaines St. 
* * * 


Can the Jobber’s Salesman 


Sell Apparatus? 
(Continued from Page 9) 
and has a working knowledge of 
the apparatus that he has to sell. 

Answering the second question, 
I would say that the biggest ob- 
stacle is timidity. By timidity I 
mean that a salesman might be in- 
clined to be self-conscious in try- 
ing to seil non-merchandising lines, 
such as motors and control appa- 
ratus, street lighting equipment, 
etc., to the chief engineers with 
whom he might come in contact on 
these particular jobs. 

The jobber salesman _ should 
have a fairly good idea of what he 
has to sell. He should also have a 
practical working knowledge of the 
particular apparatus that is in 
question. The manufacturer can 
help to a great extent by assisting 
in the education of the jobber 
salesman through non-technical 
helps which are easy to read and 
understand, and which do not go 
into a bunch of high-powered en- 
gineering details. 

If the manufacturer would sup- 
ply the jobber salesman with data 
books and selling information on 
the so-called technical lines of 
their apparatus that does not in- 
volve too much high-powered lan- 
guage on engineering theories, it 
would be a great help and the 
salesman would benefit by being 
able to thoroughly understand the 
apparatus that he has to sell. 

Confidence Does It 
By Wituis MEIER 
Commercial Electrical Supply Co., 
St. Louis, Mo. 
O JOBBER man should start 
out on a trip without carry- 
ing with him an up-to-date set of 
price sheets and catalogs as well 
as the other descriptive matter 
available. Opportunity in the sell- 
ing game, or any other game, has 
no value to anyone unless that 
person is equipped to take advan- 
tage of the opportunity. 

Another tool that the average 
salesman is apt to overlook is the 
manufacturer's prestige. “Mr. 
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Save one-half or two-thirds of your customers’ time in wiring-up switches, 
































receptacles and warning-lights! Sell a single-gang unit to take the place of 
two or three different devices ... Save ’em money on materials, too. One 
single-gang plate instead of two or three singles—or a two or three-gang plate. 
One wall box instead of two or three. Besides the saving on switch and 
receptacle units ... The Contractor who ties-up with this new trend will 
take advantage of short-cuts. Two devices in one—three devices in one— 
make for the speed and economy he needs on competitive jobs ... And you 
give him a new appeal to his customers. Two devices in one—three devices 
in one—look neater than spreading ’em out... Controls are “bunched”’; 


they’re easier to get at; handier to use. Sales-points aplenty! 








H&H UNIFIED DEVICES 








Tumbolier Switch No. 21096—with ‘‘HEGEMITE” 





Plate No. 9050. 3 levers for 3-circuit control. See 
illustration in upper right corner. (Also furnished 
for 2-circuits, Switch No. 21095). 





Switch and Receptacle Combination, No. 3974 — 
with ‘“‘HEGEMITE” Plate. Illustrated in upper left 
corner. 

Receptacle and Warning Light, No. 1109. Illustrated 
in lower left corner. Lamp lights while plug is in- 
serted and current is On. 

Switch and Warning Light, No. 1160. Illustrated in 


lower right corner. Lamp lights while switch is On. 


Send for H&H Catalogue ““T’’ to see the 
latest in Wiring Device sales-leaders. 


HART &HEGEMAN DIVISION 


THE ARROW-HART & HEGEMAN ELECTRIC CO. 
HARTFORD, CONN. MAKERS OF ELECTRIC SWITCHES SINCE 1890 
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MURRAY 


METER SERVICE SWITCHES 
No. 755 








This is how the 
switch looks to the 
user When he ot1 
she opens it, all 
parts are dead and 
fuses can be handled 
in absolute safety 
Since this makes calls 
for fuse-changing un- 
necessary, light com- 
panies greatly favor 
Murray Switches 


Electricians Like Its 
Knuckle Room 


Freedom from skinned knuckles, quick and easy work thorough- 
ly done make Murray Switches popular with electricians. Notice 
how compact the whole connection block is. In the standard- 
size cabinet it takes up barely 25% of the space. There is plenty 
of room for the workmanlike square bends and well-separated 
wires that win inspector's approval. 





Yes, Murray Switches are easy to sell. 


METROPOLITAN 
DEVICE GORPORATION 


1250 ATLANTIC AVENUE 
BROOKLYN ~: NEW YORK 


CHICAGO PITTSBURGH DETROIT 
PHILADELPHIA ST. LOUIS MINNEAPOLIS 
BOSTON ATLANTA SEATTLE 


DALLAS 








Blank, I'd like to discuss your 
motor needs,” is a poor approach. 
He should get the manufacturer’s 
name into his opening if he is 
talking to the prospect for the 
first time. If it is an old friend, 
he will find it a good idea to com- 
ment on some late achievement of 
the manufacturer, 

Apparatus selling presents more 
problems than the selling of radio 
and popular lines and it takes 
more. studying to familiarize 
oneself with the selling points— 
but it pays big in volume and in 
valuable contacts. Then, too, the 
hard work comes at the start; the 
further you go with it, the easier 
it gets, 

The biggest obstacle in the way 
of the jobber salesman is his own 
inferiority complex. In most cases 
he gives in to himself to the ex- 
tent of adopting the attitude, “I 
don’t know all the ins and outs 
of this piece of apparatus. Sup- 
pose the customer brings up some 
point I’m unfamiliar with!” 

In my opinion, this is a foolish 
fear. The average buyer does not 
expect the jobber salesman to 
know as much about a piece of 
apparatus as the man who de- 
signed it. He does expect, and 
rightly, that the salesman be able 
to tell him the application and 
major features, price, F. O. B. 
point and approximate delivery. 
None of this information is very 
difficult to obtain. 

In a pinch, the jobber salesman 
does not need to feel alone. He 
has the staff of the manufacturer 
to back him up when he gets in 
deep and, in the case of our com- 
pany, he has a specialist within 
his own organization to call upon. 

The manufacturer, however, has 
quite a field for development in 
his own activities as far as culti- 
vating the potential market con- 
trolled by the jobber and the job- 
ber men. He should make every 
effort to give the jobber man as 
complete information as_ possible 
on prices, discounts, deliveries, 
etc., on apparatus lines. If any- 
thing, this information should be 
more complete than that supplied 
his own men, since he is dealing 
with men who need the informa- 
tion more and who haven't the 
same facilities for obtaining the 
information in a hurry. 

Then, too, an effort should be 
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Polle Royal 


MASSEUR 


Sold by 100% Jobber 
Distribution 


We offer a better discount on the Polle 
Royal than is offered on any other machine. 
Our price is enough out of line downward 
to bring you sales aside from all other con- 
siderations. Yet the other considerations 
have been taken into consideration. The 









OFS SET AE A A A RI RR Gig: ES 





5 : — _a—~re, Polle Royal Masseur is as solidly built and. 
Sf oe ~~ reliably powered as machines selling in the 
® highest price range. There are no extras; 
belt and tension-strap are included. 
No There you have it all—sales-inducing price, 


extra good discount, quality that assures re- 


Follies Beauties peat sales. What more can you ask? 


Restricted territory? Only a few jobbers 


will be authorized to sell Polle Royal Mas- 

F OY S ale seurs, and they will be located so that they 
cannot compete. This policy practically 

The standardized hot gives restricted territory while leaving unre- 


stricted our right to change outlets. To such 
a proposition competent sales organizations 
will respond with the coupon. 


mama has been omitted 
from our advertising be- 
cause we have a profit to 
talk about and _ hot ° 

mamas are classed Royal Radio Corp. 
among expenses! Providence, R. I. 


National Sales Agent 


Hastings Sales Co., Inc. 
42 Binford St., Boston, Mass. 
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Its use in the home has made the 
Signal ventilating fan popular—and a 
great seller. Can be installed in any 
window in a few minutes—adjusts 24 
inches to 37 inches—portable or per- 
manent installation. Especially desir- 
able for kitchen use, as it prevents 
cooking odors from penetrating the 
entire house. 

And, it is widely used in offices, 
where it changes the air every few 
minutes—keeps workers alert. 





year 


tion type. 


Cool Spot, Jr.~one of the new 
Signal fans this year—$3.95 


Signal fans are known—with 32 years 
of fan and small motor manufacturing 
experience back of them. We're urging 
dealers to tie to the Signal line this year— 
they will profit by it. For several months 
we have urged them to see their jobbers. 
Right now they are being urged to be pre- 
pared for the fan season. Be sure your 
stock of Signal fans is complete—ready to 
meet the dealers’ demands. 


SIGNAL ELECTRIC MEG. CO. 


Electrical Manufacturers since 1890 
MENOMINEE, MICHIGAN 


Boston Denver Dallas Seattle 
New York Pittsburgh Minneapolis Toronto 
Philadelphia St. Louis San Francisco Winnipeg 
Atlanta Chicago Los Angeles uffalo 


Export Office: 56 Wall Street, Room 225, New York 








There’s a SHGNAZ Fan for Every Need 


The large variety of Signal fans this 
meets all demands—from the 
small low priced fan to the large 16” 
oscillating type—$3.95 for Cool Spot 
Jr. to $30.00 for the Signal 16” Induc- 





16” Signal Induction type 
motor, oscillating—$30.00 











made to simplify the literature on 
technical apparatus. Right now 
it is designed for the engineer and 
he usually knows so much about 
the apparatus anyway that he is 
hard to interest in literature. 

The manufacturer’s salesman has 
a prime opportunity to be a big 
factor in developing a wider sales 
field for apparatus. A little time 
spent with the jobber man will be 
of great help and will not be to- 
tally unprofitable for the manu- 
facturer’s man either. 

As far as the jobber salesman is 
concerned there is a wide open 
field for him to work on apparatus. 
Once he gets started there is a 
fascination in digging up and se- 
curing this class of business. One 
way that I have found, and it 
may not appeal to everyone, is 
the cultivation of the boy in the 
blue shirt. Salesmen as a class 
are prone to devote their time ex- 
clusively to the white collar men: 
the men who talk big and go 
through the motions of giving out 
business over mahogany desk tops. 
These men are accustomed to see- 
ing salesmen and there is always 
a lot of competition for their time, 
yet it is a fact that an unbeliev- 
able amount of business is decided 
on the word of the man who uses 
the apparatus in the shop—the 
man who hardly ever sees a sales- 
man. 


I Am Not an Engineer, but... 
By L. O. WALLACE 
Commercial Electrical Supply Co., 
St. Lous 


I AM not an engineer and not a 
specialist in any line, yet I sell 
a fair share of the meters, trans- 








“Did you hear about the Scotchman” 
says J. Alton Kolb, Jr., “who would 
not submit to an operation until the 
doctor told him the X-ray photograph 
showed a dime in his stomach?” “Ha! 
Ha! Ha!” laughed Gertrude Head, 
“That reminds me of the time you took 
me to the church social—you ordered 
a dish of ice-cream and two spoons!’ 
Both are with Tafel Electric Co., 
Louisville, Ky. 
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A Rugge d F 


- 





Buur to “lick” any production or mainten- 
ance job. You can recommend one of these drills 
for any requirement your customer has. 


With plenty of reserve power, smooth design and 
light weight, they are powerful, easy running tools. 


Ask your customers to try them out and compare 
them with any they have ever used. 


Catalog No. $59s will be sent upon request. 


The Stanley Rule and Level Plant 


New Britain, Conn. 








The full line of Stanley 
Electric Tools include: 


DRILLS 


No. 141—\” Standard Duty 
No. 142—\4” Heavy Duty 
No. 562—5/1i6” Heavy Duty 
No. 382—*s” Heavy Duty 
No. 121—’ Standard Duty 
No. 122—" Heavy Duty 
No. 582—%” Heavy Duty 
No. 341—*%4" Standard Duty 
No. 342—*4” Heavy Duty 
No. 781—%’ Standard Duty 


GRINDER 
No. 556 Bench Grinder 


oursome::: 





$30.00 
40.00 
44.00 
52.00 
54.00 
60.00 
68.00 
70.00 
78.00 
85.00 


46.00 


Drill Stands, Attachments, etc. 


TANLEY TOOLS 


The Choice of Most Mechanics 
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The Cabell Electric Co., Jackson, 
Miss., has a whale of a turnover in 
merchandise, but not much of the same 
|in people. We find the same ones 
{there year in, year out, and’ getting 
'nicer all the time. Left to right, the 
|/men are: Valley J. Balling; John Col- 
|lins, and W. M. Berry, treasurer. The 
'girls are Mrs. E. M. Jones, secretary; 
| Bessie Stovall, and Pearl Moak. 








Because. 


Crescent wire products need no 
high pressure salesmanship. . . 
Their recognized high quality sells | 
them—and their ability to “carry the | 
load” keeps them sold. Wire per- | 
formance means economy to the user | 
and repeat business for you. 


formers, motors, exhaust fans, line 

/material and switching equipment 

‘that is bought in my territory. 

| Here is the way I go after busi- 

iness. I mentally arrange the sell- 

‘ing into two sections. 

Section No. 1—Is the merchan- 
dising line and consists of fans, 
appliances, radio, lamps, fix- 
tures and general supplies. 

Section No. 2—Covers the non- 
merchandising lines consisting 
of motors, meters, transform 
ers, power plant equipment, 
street lighting, switchboards, 
line material and power plant 


PRODUCTS 





























Insulated Wire and lable Co. 


CRESCENT ARMORED WIRE CO. 
TRENTON N.J. 








(RESCENT 


Forty Years of Knowing How in Every Crescent Product 


wy : 
ee “re — panes, Sarees Plain Rub- } a . ; 
tric Code Rubber Cov- er eathed and Braided NO Special Campaigns or 1mpera 
C ered Wire and Cable. Portable Cords; Elevator b ; I . Nis 5 I 
Intermediate Grade Rubber Lighting, Control and An- ( tive demand is imposed on me to 
Covered Wire and Cable. nunciator Cables; Border- ee ; : ; ) : 
“Imperial” 90% Rubber light and Stage Cables; sell these lines. Power plants, in- 
f Off . | ; 
y ee ee nunelator ae a idustrials, and contractors are al- 
* Wire and Cable. ables; Special Flexible “\F ways buying this class of material 
“Crescent” Armored Cable. Cords, Cordage and |  dalltieditsnr Hecagaaliere: “patience 
“Crescent” Lead Covered Cables for Telephone In- ‘and apparatus and I can always 
Armosed Cable. struments and _ Radio; - ears 
EA : Magnet Wires—cotton and get an order when I look for it. 
Crescent” Flexible Me- ciik’ covered; Organ Wire ” 
— — ‘ and Cable; Bare and When I call on a customer | 
amp, eater, rewery, tinne coppe i | : y —— 
| Canvasite and Packing: cables. = work section No. 1 to a finish: 
a “! then I start on section No. 2. I go 


after motor, meter, transformer 
and exhaust fan contracts, know 
ing from past experience that when 
I land one of these contracts that 
I have put a steady order producer 
to work. 

Central stations are always in 
the market for line material, street 
lighting, fuse and _ disconnect 
switches and other kinds of power 
plant apparatus. What I do is to 
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aking Your Customers 


7esh AIR MINDED 


is cteating Business for You 

















ee 























KITCHENS 


ICTURING to 


Contractors and BATTERY CHARGING STATIONS 


Dealers the tre- 
mendous possibilities in the ventilation field is part of the 
plan we have for building up more business for you, Mr. 
Jobber. 
Careful investigations in representative cities have shown 
that there is a big market for ventilating equipment in 
numerous kinds of business establishments, as well as in 
apartments and residences. 
This business has scarcely been touched. Perhaps the 
Contractor is not aware how easy it really is to get such 
business; perhaps the Dealer thinks there are difficulties 
in the way that really do not exist. 
Buffalo Breezo advertising to Contractors and Dealers is 
being directed to showing these important elements in 
your market, and ours, where the business is, and how to 
go after it. 











g on the Contractor and Dealer is 
ou, Mr. Jobber, to sell Buf- 


ets. For instance, Contrac- 


The work we 
making it much easier 
falo Breezo fans to the 







































































RESTAURANTS 





tors are being urged to fol 
low the example of the 
Contractor who always 
submits an alternate bid on 
apartment house wiring, to include home ventilating 
units. He has found that he can thus very easily get 
30% to 200% more profit out of this class of business. 
Dealers are being shown that kitchen units can be sold 
over the counter, and that only a fraction of the restau: 
rants, battery stations, laundries, cleaners, garages, and 
similar places that should have ventilation, actually have 
installations. 

Of course many direct sales will be made by your sales 
men. They will find an aid to selling industrial custom 
ers, our booklet showing typical installations, and meth 
ods for quickly estimating the capacity of the unit re 
quired in a given location. 

The public is Air-Minded, and also Fresh-Air Minded 
We are making your customers Fresh-Air Minded. All 
this means more business for Buffalo Breezo Jobbers in 
1929. 


Let us furnish you with complete details 


BUFFALO FORGE COMPANY 
201 MORTIMER ST., BUFFALO, N. Y. 


In Canada: Canadian B ower and Fo 





hener, Ont 
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It's the Fan 








makes the Sale 


Here's the sturdiest, handsomest, blowing- 
est fan that your dealers can offer to a breeze- 
seeking customer. 


The Day-Fan Fan blows more air, and they 
can readily demonstrate that to the cool satis- 
faction of all whom the heat drives in to 
them. The big square-tipped blades driven by 
the famous Day-Fan motor . . . that’s the 
reason for superior air delivery. 





There's a lot of talking points about Day- 
Fan Fans. We've got all this information for 
you and your dealers. Write us for our fan 
selling prospectus. 


Sales helps? Of course. Window display. 


Envelope enclosures. Newspaper ads. News- 
paper cuts. But, the big thing is having the 


Day-Fan Fan. 


DAY-FAN ELECTRIC CO., Dayton, Ohio 
Dept. O 














start with the line superintendent 
and work up through the store- 
keeper to the purchasing depart- 
ment and to the general manager. 
In this way I get a line on the 
company’s requirements and _ al- 
most always secure an order on a 
non-competitive basis. 

As a summary of the foregoing 
statement, I want to answer the 
three questions as follows: 

A jobber’s salesman can sell ap- 
paratus if he will organize himself 
and systematically solicit that busi- 
ness. A motor is just as easy to 
sell as a flat iron, and the sales 
volume is much larger. 

There is no big obstacle to over- 
come. It’s just a matter of work 
and the practice of constantly so- 
liciting orders. 

A manufacturer should furnish 
and distribute to central stations, 
contractors and industrials, a series 
of pamphlets, bulletins and price 
lists that are less technical and 
more promotive of the lines. Edu- 
cate the factory salesmen and rep- 
resentatives, so that they will real- 
ize that their jobber salesman is 
really a part of their organization 
and that by working together in a 
co-operative way that big results 
can be accomplished. 

Selling Apparatus Is a Three Point Job. 
By W. C. Bityeu 
Electric Appliance Company, 
Oklahoma City, Okla. 
HE majority of jobber sales- 
men are not selling apparatus 








“How about a carload of irons?” asks 
Walter A. Frizzell, Hotpoint represen- 
tative, of John T. Maledon, purchas- 
ing agent at the General Electric Sup- 
ply Corp., Oklahoma City, Okla. “Wrap 
’em up,’ answers John, just like that, 
and to celebrate the order they had 
Mrs. Frizzell snap their picture. And 
because she stands high with the elec- 
trical folks we put her in the picture. 
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WHAT'S 
AHEAD? 


UMMER’S in sight—hot, 

sweltering Summer. The 
muggy sticky days when 
strong men weep for a breeze 
—at any price. 


That’s when the breezy Rob- 
bins & Myers national adver- 
tising will hit prospects hard- 
est. It suggests coolness in a 
way that makes broiling 
readers rush to the ’phone 
for an Re M Fan—quick. 


RsM Fans stay sold—no 
returns for service because 
they are the perfect products 
of 31 years’ precision manu- 
facture. Neglect-proof, too, 
needing lubrication only once 
a year or so. 





The dog days are coming. 
Get ready for rush orders. 
Better order today, and ask 
for our encyclopedia of effec- 
tive dealer advertising “‘Sales- 


Makers for 1929.” J?’s free! 





Robbins & Myers, Inc. 
Springfield, O.; Brantford, Ont. 


Robbins & Myers 
Fans and Motors 


The Sign 
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REG. U.S. PAT. OFF. 


Conduit Box 


and 
Fixture Switch 


Ruggedly constructed to 
withstand the hardest 
kind of service. For 
the control of light- 
ing units will take 

the initial 45-am- 

pere smash of 
switching a 
cold 500- 


For conduit box 


or canopy. The ‘g watt gas- 
switch is smoothly Ji - filled 
operated up or down "seenamsme” 1. | 

orin any sidewaysangle amp. 


by an easy pull ora slight 
pressure of the finger, mak- 
ing it especially adaptable 
for the switching of small 
motor-driven equipment. 
=r} 

FA 

j Used in 


Knockout of 
Conduit Box 





Canopies of 
Store and Office 
Fixtures 


=) ie 
a 


Fit Shallow 
Ceiling Ideal for 
Pans Canopies 


The smallest 6-ampere pull-switch made. 
You can put it almost anywhere. 












Lamp Guards 
Lamp Coloring and 
Frosting 
Soldering Flux 
Blow Torches 
Lamp Changers 


.. | MANUFACTURING CO. 


ESTABLISHED 19004 


VALPARAISO - INDIANA 













because they do not know their 
story on this line. Anybody can 
spend a few days in a warehouse 
and learn how to sell sockets, ra- 
dio and appliances; but it takes 
study to sell apparatus. 

Then there is the question of 
time. No one in the world com- 
plains more about lack of time 
than the jobber salesman. Yet 
he will spend that time freely in 
demonstrating a radio to a dealer 
when the time spent on the dem- 
onstration could be turned into 
real volume by devoting it to the 
cultivation of city managers, in- 
dustrial superintendents, etc. 

The sales manager is_ not 
wholly blameless, either. He tells 
the salesman that apparatus is a 
short profit line and that the other 
lines, especially radio, are much 
better. This may all be true, but 
one speech like that from the 
sales manager is all the alibi a 
lazy salesman needs to excuse 
himself from tackling what may 
be a hard job. On the other 
hand, a sales manager who de- 
manded equal attention for all 
lines would not hurt his radio 
and other high profit lines, but 
would immeasurably help his ap- 
paratus lines which build a mighty 
nice looking volume. 

I have been too long a_ jobber 
salesman to discount the real dif- 
ficulties and real hardships of the 
job, but most of the jobber sales- 
man’s troubles are his own fault. 


Some salesmen do get to the 


| point of actually making a few 
| calls on industrial plants or at 
| city offices. What happens? The 
| city manager or superintendent 


tells them that he is already buy- 


ing a competitive make. They 
are struck speechless. Not a 


| thought, idea or argument occurs 
| to them. They fold up and leave 
| —wasting the feeble effort that 
| they started to put forth. 


The big trouble with the jobber 
salesman is that he has an idea 
that he is in too much of a hurry 


| to take the time necessary to pro- 
| mote new business. When the 


jobber salesman learns to take 
more time in each town and learns 
to put in more calls instead of 
being satisfied with an “order- 
ette’” from “Joe’—he will start 
selling apparatus. 

When he learns to read and d1- 
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ts ~~ 
The Reasons for the Demand are Evident 


in this New 
= Hubbell Candle Socket 


OU need only inspect this new, simplified Hubbell 

Candle Socket to fully understand why it is pre- 

ferred by the trade. The reasons for the demand are 
evident in the socket itself. 








Take this socket in your hand. Pull the chain. . . ex- 
perience the unusually smooth, free action. Watch the 
mechanism work ...see the new, complete stop action 
of ratchet and chain... no strain falls on the 
mechanism. Compare the extremely simple construction 
with that of a socket of former design. . . This new 
Hubbell Candle Socket will have a longer life. It will 
be trouble-free. 














Send for a sample. Make this inspection, and you will 
know why this socket sells itself. 


Simplified mechanism, smoother action, trouble-free 
Note greatly simplified mechanism. Only a few parts, simple 
but sturdy for longer, trouble-free socket life. 

New tripping mechanism is smooth and positive in action— 
fibre segment engages commutator directly—(See Arrow No. 1). 
Stop for paper shell which can be depressed to take glass 
or fibre candle—(See Arrow No. 2). 

Wiring terminals on one side for convenience—no need to move 
socket around to wire—(See Arrow No. 3), 
A one-piece porcelain body for strength 
and proper a. renee Arrow B). 
Parts are riveted to porcelain wherever 
possible—fewer screws to loosen under 
vibration and continuous service. 


Improved Hickey. . 


easy to detach and adjust 


New stop action Easily detached or adjusted by loosening 


: : instead of th 
.. no strain on mechanism (SeeArrowNo. 4). usual two 








Radically new stop action brings ratchet and Hole pues for inserting screw driver 
chain to complete stop when chain clasp to tighten on fixture. (See Arrow No. 5). 
reaches stop— strain is taken off fibre seg- Bushing for attaching to fixture has five 
ment and mechanism—chain cannot pull full threads and set screw. (See Arrow 
out. (See Arrow A.) No. 6). 





HARVEY HUBBELL, INCORPORATED 
BRIDGEPORT, CONNECTICUT, U. S. A. 












\ 


IS 
4 Send information and sample 


(fam N 
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See 
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/ of new Hubbell Candle Socket. 
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creasing your 














Advertisement appearing in the 
May issues of Electrical Record 
and Electrical Contracting 








tenes 
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customer’s demand for 


wiring devices 


When he sells complete 
wiring you both profit 


UTLER-HAMMER advertising shows the 
contractor new ways of marketing his spe- 
cialized experience. It helps him re-invest the 
time he spent to learn wiring . . . it increases 


his sale of wiring devices. 


Your customer is shown that service is the 
modern trend in selling—that helping the 
builder or owner or architect to secure complete 
wiring gains good will and leads to future con- 
tracts. When the contractor insists on adequate 
wiring he secures the maximum profit on every 
job—uses more wiring devices—has larger 


orders for you. 


To protect customer good will, the contractor 
must use quality wiring devices—such as the 
complete Cutler-Hammer Line affords. C-H Wir- 
ing Devices add to convenience and ease in 
wiring. Their quality and distinctive features are 


assured by the C-H reputation of a quarter century. 


CUTLER-HAMMER, Inc. 


Pioneer Manufacturers of Electrical Apparatus 
1286 St. Paul Avenue 
MILWAUKEE, WISCONSIN 


CUTLER 


MODERN WIRING 




















Because it doubles the number of out- 
lets, at only a slight increase in cost, 
the CH Duplex Receptacle isthe sim- 
plest answer tothe demand for more 
outlets. Large binding posts, shallow 
construction, make installation easy. 
Approved bythe Underwriters. 





C-H Toggle Type Surface Switch has 
a beautiful Thermoplax cold-moulded 
base, cap of polished nickel,and a 
black composition operating lever 
which indicates whether current is on 
or off. Made in single pole, double 
pole, 3-way and 4-way types. 
Approved by the Underwriters. 





LF 
C-H Flush Switches of the Toggle 
Type are constantly growing in popu- 
larity because of their beauty, con- 
venience and quality. Built shallow— 
they are convenient to install in any 
standard box. Made in single-pole, 
double-pole, 3.wvay and 4way types. 
Approved by the Underwriters. 





AMMER 


NECESSITIES 








\ a 


=— 




















(8773-R) 
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The Wadsworth 
Channel Type Switch 


Eliminates all the 
Disagreeable Work and Worry 





This appeals to the contractor and a jobber’s salesman 


can interest him at once. 


Look at the picture above and you'll see how. No bend- 
ing, cutting, threading, wire pulling, locknuts, bushings, 
or nipples when installing switch gangs. No measuring 
required. 

The contractor simply puts the switches together, 
fastens them in place and connects up the wires. There 
is plenty of room for fingers and tools. 


With the job completed the contractor has a superior 
looking installation which adds to his business prestige. 


By selling Wadsworth switches you secure satisfied cus- 
tomers and repeat business. 


Send for Channel Switch Bulletin No. 352. 





TRICMFGG INC. 
ntucky. 


he WADSWORT 
Corin 















There is a Wadsworth Switch for Every Installation 











gest the sales helps put out by 
the manufacturers and learns how 
to make an effective sales talk— 
showing the customer how a cer- 
tain piece of equipment will ren- 
der him more economical and bet- 
ter service—he will join the ranks 
of real producers. 

The sales manager will be a big 
help to his men when he follows 
a similar program so that he can 
advise and help his salesmen with 
dificult problems that come up. 
He should also be familiar with 
the manufacturer’s set-up so that 
he can get action on any given 
job when action is necessary. 

The manufacturer can aid by 
means of sales schools and better 
literature. The refrigerator peo- 
ple, motor car manufacturers and 
farm machinery firms hold sales 
and service schools regularly and 
derive great benefit from them. 
These things are of immeasurable 
value to a salesman who hnindles 
a great variety of lines and natur- 
ally has but limited time to de- 
vote to the study of each line. 
The schools are valuable in point- 
ing out the short cuts. 

ok * * 


H. J. Gundlach 
(Continued from Page 16) 
pendulum is swinging back in 
favor of the wholesale distributor. 

In his opinion, there has been a 
marked tendency within the last 
few years for manufacturers, who 
previously endeavored to sell their 
products direct to the user, to 
recognize the substantial distribu- 
tor as a most necessary link in the 
chain of industrial marketing. 

Many buyers have learned by 
costly experience, that it is far 
cheaper to use the local distribu- 
tors as their warehouses, instead of 
maintaining large stocks in their 
own warehouses, purchased direct 
from the manufacturer in many 
cases in larger quantities than 
necessary in order to obtain price 
concessions, Obsolescence, labor, 
rent, taxes, insurance, and the like 
soon eat up more than the apparent 
savings. 

The elimination of sub-standard 
and unprofitable lines, according to 
Mr. Gundlach, has enabled Mine 
and Smelter to carry larger stocks 
on the lines which have been re- 
tained with more satisfactory re- 
sults all around. 
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DISTRICT SALES 
OFFICES 


ATLANTA—Healey Bldg. 

BOSTON —80 Federal St. 
BUFFALO-—Liberty Bank Bldg 
CHICAGO—Conway Bldg. 
CINCINNATI— Sates Ties Bldg 
CLEVELAND—Union Trust Bldg 
DALLAS— Magnolia Bldg. 
DENVER—Continental Oil Bldg. 
DETROIT—Fisher Bldg. 

KANSAS CITY, MO.—Commenrce Bldg. 
MINNEAPOLIS—Andrus Bldg. 

NEW ORLEANS—Hibernia Bldg 
NEW YORK-—30 Church St. 
PHILADELPHIA —Franklin Trust Bldg. 
PITTSBURGH—Oliver Bldg. 


SAN FRANCISCO—55 New Montgomery St. 


SAVANNAH—M and M T Terminals 
SEATTLE—Central Bldg. 
ST. LOUIS—Shell Bldg., 13th and Locust Sts. 
YOUNGSTOWN-—Stambaugh Bldg 
LONDON REPRESENTATIVE 
The Youngstown Steel Products Co., 
Dashwood House, Old Broad St., 
London, E. C. England 
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The 261 Fifth Ave. 
Building, New York 
City, where the elec- 
trical wiring is perma- 
nently protected with 
Youngstown Buckeye 
Conduit. 


Architects, 
BUCHMAN @& KAHN. 


General Contractor, 
STARRET BROS. 
Electrical Contractor, 
J. LIVINGSTONE & CO 
Elevator Contractor, 
A. B. SEE ELECTRIC 
ELEVATOR CO. 


Lewes, Contractor, 
W. G. CORNELL CO. 
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Conduit that 
has been pre- 
sold for you! 





T IS EASIER to “get the order” for Youngstown 

Buckeye Conduit because it has been pre-sold 
for you. Electrical contractors know it from its 
past performance on their jobs. Architects and 
engineers specify it because they know it makes a 
good job better. And it is widely advertised to 
your prospects. 


This pre-selling makes your selling job easier—and 
one sale inevitably means repeat business. 


THE YOUNGSTOWN SHEET AND TUBE COMPANY 


One of the oldest manufacturers of copper-bearing steel, under the 
well-known and established trade name “Copperoid”’ 


General Offices -YOUNGSTOWN, OHIO 


YOUNGSTOWN BucKEYE ConpbDuIT 











70 THE JOBBER’SfJJ)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





Powel Crosley, Jr, Needs No Intro- 
duction, 1s Head of the Corporation 
Bearing His Name, He Has Been a 
Leading Figure in the Radto Industry 
Since It Has Been an Industry, His 
Constructive Activities in Assoctation 
Work . /re / 00 /] ell kK NownN 10 Ne CS> 
vtate Their Being Repeated Here 
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ADIO 


In this, the Fifth of a Series of 12 Messages by 

Prominent Radto Men, Powel Crosley, Jr. Dis- 

cusses the Necessity for Good Broadcasting, and 

Urges the Industry to Work for a Sensible Under- 

standing on the part of Our Lawmakers of the 
Many Problems Involved in It 


HE radio industry owes its prog- 

ress and success to but one 

thing! That one thing is broad- 
casting! 

Without good programs there 
would be no public interest in radio 
receivers, and hence no big factories 
turning out thousands of receivers 
daily. There would only be a few 
‘radio hams” such as we had in the 
early days of radio, building their 
own receivers for use in snaring DX 
stations, regardless of the material 
being broadcast. 

Until the advent of the low priced 
all-electric receiver, it was said that 
the only great progress made in the 
radio field was in the broadcasting 
branch. Station owners have con- 
stantly been improving their appara- 
tus in order that they might reach a 
bigger audience. Of late, these same 
operators have been endeavoring to 
serve their large audiences with bet- 
ter quality, both from a mechanical 
and from an artistic standpoint. 

If the sale of radio receiving appa- 
ratus is to continue with the same 
volume as in the past, the public must 
be assured that good programs will 
continue to be emitted from good 
stations. Experiments and experiences 
with station WLW have proved that 


high power and modern equipment is 
the best and only assurance of good, 
clear and uninterrupted service to 
listeners. 

In the days before the entrance of 
super-power to the broadcasting field, 
daytime demonstrations of radio re- 
ceivers were impossible in many local- 
ities. More radio retailing business 
was accomplished in two or three 
hours after dark than was possible in 
a full business day. 

Now dealers, who were once even 
beyond evening range of the better 
stations, are selling receivers during 
the day. 

Daytime broadcasting has also 


brought about an added interest in. 


radio on the part of women. Origin- 
ally the radio was a boy’s toy. Then 
it became a man’s hobby; later a 
family entertainment instrument to be 
used during evenings of the cold win- 
ter months; but now a_ household 
necessity vitally affecting the lives of 
every member of the family. 

That better broadcasting may be 
had without hindering legislation, it 
becomes the task of everyone depend: 
ing upon the radio industry either 
wholly or in part, to work for a sen- 
sible understanding on the part of our 
lawmakers of the problems involved. 
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‘Tuning 1. on the Radio News 





Service Men Graded 
The Midwest Radio Trades As- 
sociation has just completed the 
details to provide for the exam- 
and all 


service men in the City of Chi- 


ination registration of 


cago. It is of great importance to 
the public that 
be registered and graded. 
know they 
protected 


service men 
In this 
will 


the 


be 
call 


a service man to fix their sets 


way they 


amply when they 
for 
and remedy their “Radio Ills”. 

The 
plan of 
the the 


registered. 


association has evolved a 


grading service men at 
time as 
This 


in conformity with the grades es 


same they are 


grading will be 


tablished nationally by local as 


sociations through the Federated 


Radio Trade Association. A tech 
ical committee cooperating with 
the Chi Radio Institute 1s ex 


mining all 


if the service men and 


, ding them with a grade be 
fitting their qualifications and ex 
perience Radio dealers through 
ut the 11 are registering the 
en with the above organ 
that their) customers 
’ ‘ the beneht of then 
‘ ( Thie 


Chairman Metcalf Says “Go” 
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A Section Devoted to News of the Radio Industry. 
Jobber’s Salesmen, Manufacturers and All Others Interested in the 
Development and Merchandising of Radio Are Invited to Send in 
Their Contributions to These Columns. News Items, Snap-Shots and 
Interesting Phases In Designing and Selling Are Welcome. 


“The trade show has become a 
fixture in many industries,” said 
Chairman Metcalf, “and dealers 
and distributors have come to re- 
alize that it them many 
times what they spend to attend 
it. The opportunity afforded to 
view new merchandise, styles and 
trends, to become posted on man- 
ufacturing and technical develop- 
ments, to make personal contacts, 
get the gossip of the trade, and 
even buy and sell, is invaluable. 
It enables the entire selling or- 
ganization to do in one week what 
would many 
months. 


Saves 


otherwise take 


Wholesalers, ™ 








“The rapid and extraordinary 
development of the radio industry 
makes a trade show a necessity, 
and in my opinion, no individual 
in the selling, engineering, or 
manufacturing division of the in- 
dustry can afford to miss _ it. 
Practically everyone of any im- 
portance in these branches of the 
trade will be in Chicago the week 
of June 3, and it will take three 
of Chicago’s largest hotels to hold 
them. 

“The rapidly growing communi- 
ty of interest between the music 
and radio trades, and the simul- 
taneous holding of the two con- 
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Kramer, counter: W. H 
and C. W 
\lenne, 
Redpath, bookkeeping ; J H 
Davton Co.: E. H 


Sales Prize” 
been appointed exclusive distributor of the A 
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Barrett Electrical Supply Co., St 
S. W. Thompson, shipping: J. Sidney 
SALESMAN: B. C. Payne, radio serv 
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A Radiotron 
for every purpose 
RADIOTRON UX-201-A 
Detector Amplifier 
RADIOTRON UX-199 
Detector Amplifier 
RADIOTRON UV-199 
Detector Amplifier 
ee ee ' The national magazine 
RADIOTRON WX-12 : advertisement repro- 
Detector Amplifier ' a duced at the left is one 
RADIOTRON UX-200-A : a : ie of the 1929 Radiotron 
Detector Only RAY H. MANSON : ache 
RADIOTRON UX-120 EE Se aes Se ee Soo re series, eac. ol whic 
Power Amplifier “Experiment with every type of vacuum tube has con- ar gee — gM 
RADIOTRON UX-222 vinced us of the superiority of RCA Radiotrons. We not = a 
Screen Grid Radio manufacturer. 
Frequency Amplifier only use them for testing the performance ef Stromberg 
RADIOTRON UX-112-A Carison instrumeats. but recommend them for use in all 
Power Amplifier acnase’ 
RADIOTRON UX-1 71-A Tay yy anegur 
ower Amplifier 
RADIOTRON UX-210 When you purch y receiving set be sure it is equipped with 
Power Amplifier Oscillator gemame ROA Ra - you will replace all is the mr in your set 
ner ast, you will yet the finest recep 
RADIOTRON UX20 Gan tee fon ou: i 
Detector Amplifier for 
Resistance-coupled 
saat RCA RADIOTRON 
RADIOTRON UX-245 RADIO CORPORATION OF AMERICA New Yort - Chuage Atlanta - Dallas Sam Fremcice 
?ower Amplifier 
Power Amplifier 
RADIOTRON UX-226 
A. Filament) *“"Never out of stock on RCA Radiotrons 
iM Deter Ample —we carry the complete line.” This is 
(A. C. Heater) 
RADIOTRON UX-280 the kind of dealer advertising that 
Full-Wave Rectifier 
RADIOTRON UX.281 builds tube business, brings in steady 
alf-Wave Rectifier 
RADIOTRON UX-s74 profits, and gives the radio dealer a 
oltage Regulator Tube 
reputation for dependability. Radio 
RADIOTRON UV-876 
megs eustomers choose the stores that are 
RADIOTRON UV-886 
oo known to carry the full line of RCA 
The standard by . 
BF odes: += pein A Radiotrons—all the time. 
tubes are rated : 
Superior resources of research and manufacturing guarantee to 
RCA Radiotrons the finest possible quality in vacuum tubes. 
They are the standard of the industry—and so accepted by both 
Soil Mek utbiid eit the trade and the public. 
on every Radiotron 
RADIO CORPORATION OF AMERICA - NEW YORK - CHICAGO - ATLANTA - DALLAS - SAN FRANCISCO 
RADIOTRONS ARE THE HEART OF YOUR RADIO SET ; 
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Radio Convention 
HE third bi-annual con- 
vention of the Federated 

Radio Trade Association will 
be held jointly with the 
R.M.A. trade show June 3 to 
8 at the Stevens Hotel, Chi- 
cago. 

The Radio Wholesalers As- 
sociation affiliated with the 
Federated will hold its first 
bi-annual convention at the 
same time. The board of di- 
rectors of both organizations 
will meet on June 3, while 
Federated will hold an open 
meeting Wednesday morning, 
June 5. 











ventions in Chicago, makes the 
importance of both shows doubly 
great this year, and I think it is 
not going too far to say that any 
radio jobber or dealer who is able 
to and fails to get to Chicago 
during the week of June 3, writes 
himself down as indifferent to his 
own best interests and his future 
relations with the radio business.” 
*K * * 
The Federated Sponsors 
Local Associations 

One of the chief activities for 
the Federated Radio Trade Asso- 
ciation during the coming months 
is the fostering and sponsoring of 
new local radio trade associations. 
The executive offices are just com- 
pleting a booklet on “How to Or- 
ganize a Successful Local Radio 
| Trade Association.” This booklet 
gives all of the important activi- 
ties which a local association can 
rightfully carry on for the benefit 





and Mfrs. Agentse 
This Clock 
STARTS or 
icall 
Automatically 
List Only $ 50 
With discounts so lib- pectin 
eral that its rapid sales 
make it one of your 
most profitable items. | 
The 
es \ x) J» | 
Radio Switchman 
Will make set owners both proud 
and happy. Imagine—retiring and 
gently falling asleep to the tunes of 
rhythmic music—or awakening at 
the sound of a snappy 1-2-3-4! 
This small, attractive electric time- 
switch clock will turn on, or turn 
off, at any desired moment, radio, 
electric-fan, night light, heating- 
pad, etc. Its electrical rating is 200 
watts, 110 volts, any frequency. 
Has six foot cord with receiving 
receptacle and plug attached; no 
wiring required—“just plug in”! 
Finish dark brown; unbreakable 
crystal. Its good looks, and low 
price and many uses should put 
more than one in many homes. 
Radio isn’t up-to-date without this 
“self-starter”! 
Some territories yet open 
Write Now 
R.V. Manufacturing 
Company 
Marshfield, Mass. 





of its members. It also fully ex- 
| plains the method and procedure 
| to be followed in organizing such 
/an association. 

The Federated is a very firm 
| believer in the necessity and im- 
| portance of local associations and 
| are doing their utmost to install a 
| successful local in every city in 
| the country. 

Such activities - as: 
Ethics”; “Trade-Ins”; “Standard 
lrade Practices” and “Examina- 
tion and Registry of Service Men” 
|are all of prime importance to 
every retailer and wholesaler in 
| their respective communities. The 


“Code of 


lr 





| Federated offers to assist any city 
country 


in the to get a proper 





start for their organization. Full 
information will be sent to them 
and they will be given every help 
from the officers and the execu- 
tive offices. 
K * aK 
St. Louis R. T. A. Officers 
Elected 
The newly elected directors of 
the St. Louis Radio Trades As- 
sociation recently held a meeting 
to elect officers for the coming 
year and to plan a program of 
activities. The results of the elec- 
tion are as follows: 


Geo. H. Niekamp, president; 


G. H. Niekamp 
President St. Louis R. T. A. 


Roy W. Haege, jobber, first vice- 
president; Walter H. Dyer, manu- 
facturers’ agent, second vice-presi- 
dent; M. Kaemmerer, dealer, third 
vice-president. The vice-presidents 
were elected presidents of their 
respective groups. Wm. P. Mackle 
was reappointed manager secre- 
tary and show director for the 
association. 

According to the new president, 
an educational program intended 
to develop a more profitable busi- 
ness for the retailer will be the 
major endeavor of the association 
during the next year. He pro- 
poses set policies for the retailer’s 
guidance be made a part of an 
association code and a monthly 
service on accounting be distrib- 
uted by the association to edu- 
cate the retail trade on what fig- 
ures are basically proper and what 
practices may be pursued in con- 
ducting businesses of various 
sizes. : 
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E. E. Hyde, manager of the Braid Electric Co.’s Memphis house, is congratu- 


lating Alton Smith, of the Smith Furniture Co., Helena, Ark., on the first air- 


plane delivery of the new Atwater-Kent electro dynamic radio sets. 
has just flown over from his home town to make the pick-up. 


Mr. Smith 
H. M. Hebert, 


announcer of Station WMC, Memphis, is also in the picture. 





Explaining the High Cost of 
Radio Tubes 
By L. P. NAyLor 
Sales Manager, Arcturus Radio Tube Co. 
The idea of filling a glass bulb 
with nothing and selling the fin- 
ished product at a high price has 
often raised the question of why 


radio tubes should cost so much 
more than the ordinary electric 
light bulb. If it was merely a 


matter of adding two or three 
more elements to an electric light 
bulb the price of our present day 
tubes would certainly be unrea- 
sonably high. However, the vacu- 
um tube is much more than this. 
The characteristics of the vacuum 
tube, which determine the success- 
ful operation of the receiver in 
which they are installed, depend 
upon the geometrical relationship 
of the elements which must be 
held constant by a_ mechanical 
system vastly more intricate than 
that supporting the filament of a 
mazda lamp. Even a very slight 
variation in the spacing of the 
elements is enough to render the 
tube unsatisfactory for the pur- 
pose intended. 

Also the degree of vacuum at- 
tained in a good vacuum is much 
higher than that insuring reason- 
able life to an illuminating lamp. 
An electric light bulb is merely 
evacuated enough to. eliminate 
practically all the oxygen in the 
bulb so that the filament cannot 
burn up or oxidize. In the vacuum 
tube a higher initial vacuum must 
be attained, and all occluded gases 
in the elements themselves (which 


are so rarified that they would) 
have no effect on filament life, 
but might exist in sufficient quan- | 
tity to affect the operation of the| 
tube) must be eliminated by : 
highly involved process of bom- 
bardment. And the cost of evacu- | 
ation increases almost exponen-| 
tially with the degree of vacuum. | 

Also the tests to which a vacu- 
um tube is subjected before it is| 
definitely okayed are obviously | 
and inevitably more complicated | 
than those that would pass on a} 
simple electric light bulb. | 

There are at least five times as | 
many involved in mak- 
ing a vacuum tube, and all of | 
them must be accomplished with | 
much more care and skill than is | 
required in any of the simple| 
processes of electric light bulb| 
manufacture. The manufacture of 
the average Arcturus tube in- 
volves 40 separate operations fol- | 
lowed by 43 tests and checks. It | 
is impossible to make a good) 
vacuum tube cheap. The stand-| 
ard makes of tubes are being sold | 
today at the lowest price com 
patible with quality. 


processes 


Apollo Radio Entertains 


Dealers 
The first annual banquet of the 
Apollo Radio Co., Inc., Newark, 
N. J., was held recently at the 


Robert Treat Hotel. The new 


Steinite line was presented to the 
500 dealers who attended and ac- | 
cording to the report it was ac- 
corded an enthusiastic reception 
by all there. 


The demand for CeCo Radio 
Tubes has kept the CeCo pro- 


duction schedule mounting and 
CeCo 


holds third place and is gain- 


mounting, until now 


ing fast. 


built on the 
quality of the tubes, backed by 


CeCo success is 


widespread and intensive ad- 
vertising in magazines, in 
newspapers, and every week on 
the air. 

There's steady profit in the 
CeCo line, because a large por- 
tion of CeCo sales are repeat 
Write for full details 


of CeCo's attractive proposi- 


orders. 


tion to wholesalers. 


Listen to the sparkling pro- 
gram of comedy and music 
by the CeCo Couriers Mon- 
day evenings—8:30 Eastern 
Daylight Saving Time—over 
WOR and the Columbia 
Broadcasting System. 


Providence, R. I. 





CeCo Mfg. Co., Inc. 


CeCo Radio Tubes 
Used by Millions 
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FINDLAY 


RADIO FURNITURE 
MAKES FINE SETS 


FInNER?’ 











Illustrated is Radiola 33 on 
Findlay Console - Grand, 
with Modern Pewter Tor- 
chiers and beautifully 
mitred mirror —may be 
retailed for $169.50 














Here’s just what you, Mr. Jobber’s Salesman, have been 
waiting for! A new idea that would make the radio bus- 
iness more profitable for your customers. 


The Findlay Radio Ensemble is a profit builder that your 
customers will appreciate and that their customers will 
buy readily. 


There are other Ensembles by Findlay. Every standard 
make of Radio Set is represented. 


Ask your sales manager for more information 


Robert Findlay Mfg. Co. 


Metropolitan and Morgan Aves. Brooklyn, N. Y. 














Recent Radio Developments 

Speaking of some of the more 
recent radio developments, aside 
from the improvements effected in 
broadcast transmission and recep- 
tion, J. E. Smith, president of the 
National Radio Institute of Wash- 
ington, recently told the radio 


audience that the Italian wizard, 


Guglielmo Marconi, had _ success- 
fully employed short-waves_ in 
transmitting four messages on the 
same wave with the same antenna 
and transmitter at the same time. 
Short-wave communication, he ex- 
plained, has now developed to 
such an extent that daily trans- 
oceanic radio service has been es- 
tablished with distant countries 
such as India, Argentina, Norway, 
Sweden, and a host of others. 

Mr. Smith also pointed out that 
large deposits of mineral and oils 
are now being located by the use 
of radio. He made the startling 
statement that during the past 
year, more than half the new oil 
wells were discovered by the use 
of radio devices. 

Remarkable progress has also 
been scored in the application of 
radio to aeronautics, he said. Ra- 
dio beacons and radio direction 
transmission and reception have 
been greatly refined, and it is now 
possible for the pilot of a night 
mail plane, surrounded by inky 
blackness, to steer an_ unfailing 
course. A little light, flashing on 
the dashboard in the cockpit, 
warns him of the slightest devia- 
tion of his plane, and its direction 
as well. Communication between 
planes and ground via radio is 
rapidly being perfected, and the 
pilot is now able to enquire of the 
field ahead as to weather condi- 
tions, where he is to land, and re- 
ceive much other information of 
vital importance to himself and 
his cargo. One of the latest de- 
velopments, Mr. Smith concluded, 
is an altimeter which operates on 
the radio-echo principle. This de- 
vice tells the pilot just how high 
he is at all times, and the closer 
he comes to the ground, the more 
accurate is the information. 
Equipped with this ingenious me- 
chanism, the pilot can land ex- 
actly where he wants to without 
being able to see the ground. 
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The Radio Industry is no longer an Infant. It is 
entering a period of vigorous development, with the 
lusty, healthy expansion of a comparatively young 
industry. In 1929 many foundations will be strength- 
ened, many trade relations, both at home and abroad 
definitely established. Those firms that today ask for 
their share of this development on a sound, ethical 
basis will be, I believe, the firms leading the Industry 
to new heights in years to come. 


With a keen desire for your present patronage, and 
the hope that such relations may continue and develop, 
—it gives me pleasure as President of the Gold Seal 
Electrical Company to pledge our Company to the 
following policy. 


“To make the finest tube that human ingenuity can 
develop—to make the most uniform tube that scien- 
tific methods can produce—to meet our market with 
fair, equitable methods looking neither to right nor 
left but actuated only by sound business practice in 
which there is profit for all—to treat large and small 
buyers with like consideration and rest our case on 
the final judge—the Gold Seal User to whom we 
pledge many happy carefree radio hours.” 


The Gold Seal tube is a crystallization of that policy 
—you will make profit in handling it—the public will 
take pleasure in using it. 


PRESIDENT 
The Gold Seal Electrical Co., Inc. 





RADIO TUBES 


250 PARK AVE, NEW YORK CITY 








THE JOBBER’S(A)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





New Radio Products, Illustrated 





The Sterling Mfg. Co., Cleve- 
land, has developed a dynamic 
speaker which incorporates the 
company’s new hum eliminator. It 
is built to take four types of power 
for energizing the magnetic field 
so that field excitation is supplied 
for either 110-volt, 60 cycle A. C. 
current; 110-volt, 25 cycle A. C. 
current; 6-volt “A” batteries or 
“A” eliminators; “B” batteries or 
“B” eliminators or 150 D. C. 





3 OF 7) 
ANTENNA 


ELIMINATOR 
AND 
SELECTOR 





This antenna eliminator and se- 
lector announced by Bud Radio, 
Inc., Cleveland, is designed to 
overcome the necessity of install- 
ing an aerial and to give the set 
more selectivity. Connects to the 
set easily and is equivalent to a 
fifty-foot outside aerial in volume, 
according to the manufacturer. 








A new electro-dynamic loud 
speaker table, No. 33, has just 
been introduced by the Graybar 
Electric Co., New York City. This 
console features a baffle area of 
extra size designed to afford a 
wide range of reproduction. It is 
constructed of five-ply walnut ve- 
neer, and finished in walnut with 
a high-lighted finish. The table 
has been constructed to accom- 
modate the majority of table re- 
ceiver types now on the market. 








The Clarostat strip 


resistor is being 
marketed by the 
Clarostat Mfg. Co., 


Inc., Brooklyn, N. Y. 


To prevent short- CLAROSTAT 
i i MFG. CO INC | 

circuited turns and BRIN NLUSA | 

altered resistance = 


the fibre support is 
threaded to hold the 
turns firmly in 
place. The ends are 
clamped for positive 
contact and have 
mounting holes and 
soldering tabs. 








The Jensen Radio Mfg. Co., Chi- 
cago, is offering the Imperial mod- 
el console reproducer equipped 
with the company’s new auditori- 
um dynamic speaker. This speaker 
has an 11l-in. cone and is obtain- 
able for 110-volt A. C. or D. C. 
and 220 volt D. C. operation. It 
has been designed to meet the re- 
quirements of amplifier systems 
employing only one 171 type tube 
up to those of the 250 push-pull 
type. The cabinet shown is fin- 
ished in hand-rubbed walnut and 
incorporated in the front of the 
scroll band around the top is an 
amber colored signal light to indi- 
cate when the field current is on 
or off. A small toggle switch is 
also provided for controlling this 
current. 

















The dynamic loudspeaker chassis shown is made by the Temple Corp., 


Chicago. 
110 volt A. C. 60 cycle, 110 volt 2: 
(battery operation), respectively. 
elimination feature and also 


It is obtainable in models 10, 12, 
cycle, 110 volt D. C. and six volt D. C. 
Each of these incorporates the hum 
a two-tone switch for tone adjustment. 


14 and 16 for operation on 


The table model at the right may be had with any of the chassis de- 
scribed, the corresponding model numbers being 2, 0, 4 and 6. 





The Raytheon Mfg. 
Co., Cambridge, Mass., 
isintroducing two 
high-voltage rectifiers. 
Type Ray S_ shown 
here is designed to sup- 
ply 2,000 to 3,000 volts 
and direct current up 
to 300 milliamperes, 
and is adapted, with 
proper filters, for sup- 
plying the plate voltage 
of X-852, X-860, V-861 
and V-204A _ transmit- 
ting tubes. 
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Announcing— 


The Majestic Corporation 


eS 


% 
- 








Faith in Majestic Radio products and our desire 
to render better service to consumers, our 
dealers and our distributors, have caused us to 
form The Majestic Corporation, owned and 
operated by this company, for the purpose of 
financing installment sales of Majestic Receivers. 

The Majestic Finance Plan makes it possible 
for the dealer to dispose of his installment paper 
at the lowest discount rates prevailing, to main- 
tain his business on a cash basis and to greatly 
increase his sales volume. 

The offices of The Majestic Corporation are 
at 120 South La Salle Street, Chicago. —— = 














pisos leceten 

















Majestic Radio is still sweeping the country as no other - 
product has ever done. 4000 complete console receivers te 
daily do not begin to meet the demand, and new factories zl eeees 
are nearly completed to raise the production to 5000. 





MODEL 72 











Beautiful Louis X VI walnut cabinet with 


There are still a few good doors of diamond matched oriental wal- 











franchises open. Get in 
touch with the Majestic 
distributor for your terri- 
tory...or with the factory 
«+. at once. 


nut having genuine inlaid marquetry 
border. Instrument panel also of dia- 
mond matched oriental walnut framed 
with butt walnut and bird’s-eye maple 
panel. Seven tubes completely shielded, 
using R. F. L. balanced circuit. Majestic 
Super-Dynamic Speaker. Volume con- 


trol instantaneous in action. $16750 


Single dial tuning ...... 
LESS TUBES 


Prices slightly higher West of the Rockies 





GRIGSBY-GRUNOW COMPANY...CHICAGO 





Licensed under pat- 
ents and applica- 
tions of R. &. . 
and R. F. L., also 
by Lektiphone, 
Lowell & nmore 
and Hogan License 
Associates 
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New Radio Products, Illustrated 












































The Arcturus Ra- 
dio Tube Co., New- 
ark, N. J., announces 
the 127A tube, an 
improved 2.5 volt 
five prong a. c. de- 
tector tube, replac- 
ing type 127. The 
company claims that 
t he interelectrode 
capacity has’ been 
reduced to a mini- 
mum with absolute 
uniformity m ai n- 
tained wit h all 
tubes. 


The Parts Corp., Indianapolis, Ind., has de- 
veloped the “Quick-Up” aerial clamp. Such 
features as the following are claimed for it by 
the manufacturer: Clamps on without nails 
or screws; no braces needed, and clamps any- 
where, on eaves, sills, brick, parapets, etc. It 
is made of channel iron, finished in baked 
enamel. The threaded insulator rods are 
cadmium plated. The insulators are held to 
these rods by porcelain cement. 








The Kayline Co., Cleveland, is offering a 
radio speaker stand combined with two 
candle arms for illumination known as 
“Radiolier.” It is adapted for use with any 
make loud speaker. The wires are con- 
cealed by passing through the shaft of the 
stand to the floor. 








A new radio-phonograph combi- 
nation is announced by the Amer- 
ican Bosch Magneto Corp., Spring- 
field, Mass. This model 30 has the 
record turn-table in the top of the 
cabinet and the radio receiver in 
the center both reproducing 
through the super-dynamic speaker 
in the lower section. Compart- 
ments on either side allow for rec- 
ord storage space. This set uses 
9 tubes and is 47% in. high, 36 in. 
wide and 19% in. deep. 








The Master (heavy duty) voltage con- 
trol, a product of the Master Engineering 
Co., Chicago, is designed for use on radio 
sets with built-in dynamic speakers which 
draw 80 to 100 watts. The standard type is 
adapted to sets drawing 40 to 60 watts. The 
various line voltages are indicated so that 
that the proper setting may be made. This 
device measures four by one and _ three- 
eighths by one and three-eighths inches. 











A new power amplifier tube, 
UX-245, for supplying large undis- 
torted output to the loudspeaker, 
has been announced by the Radio 
Corp. of America, New York City. 
It is designed for use in the last 
audio amplifying stage of power 
line-operated sets which supply a 
maximum of 2.5 volts to the last 
audio socket, with not over 250 
volt plate voltage. 
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GOOD BUSINESS 














It’s good business to sell Sylvania Radio Tubes 


Fifty-two weeks of NBC network and consistent newspaper 
advertising and window trims and electric signs and 
counter displays and window transparencies and win- 
dow streamers and newspaper publicity and really 
helpful literature. And adequate discounts. And 
support on replacements. And price protec- 
tion. And gyp protection. And friendliness. 


SYLVANIA PRODUCTS CoO. 


EMPORIUM PENNSYLVANIA 


Listen in this coming Wednesday to the Sylvania Foresters 
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The New 
DE FOREST AUDION 427 


makes A. C. sets humless 


The perfected De Forest Audion 
No. 427 is a new heater tube for 
sets operated direct from the 
light socket. With this tube you 
can offer your customers the 
purity of tone that characterizes 
some battery-operated sets with 
all the convenience of A. C. oper- 
ation. 

Audion No. 427 not only practi- 
cally eliminates hum, buzz and 
crackle, but heating time has 
been cut to one half that of 
similar type tubes. 

Like all De Forest Audions, 427 
elieves the dealer of service calls 
and complaints -of customers. 


When you sell a set, make sure 
that it stays sold by equipping 
every socket with the proper De 
Forest Audions. 


The million dollar De Forest 
Audion advertising campaign 
covers the country with news- 
papers, magazines, billboards 
and broadcasting. It is the great- 
est campaign ever devoted to 
radio tubes. Tune in on it and 
identify ‘your store as _ head- 
quarters for De Forest Audions. 


Write today for our dealer 
proposition and full details of our 
dealer helps. 


DE FOREST RADIO CO., JERSEY CITY, N. J. 


de 


AUDIONS— 














| Benjamin 





Brooklyn Radio Jobber Plans 
Three New Houses 

The Brooklyn Radio Service 
Corp., Brooklyn, N. Y., plans to 
add three stores to its chain of 
eight during 1929 according to an 
announcement made at a recent 
beefsteak dinner held for the em- 
ployes. 


The new branches will be loca- 


ted in Bay Ridge, Astoria and 
Flushing, N. YY. ' 
The dinner, which was more 


like a family gathering than a 
company dinner, was accompanied 
by varied entertainment, after 
which there was dancing. There 
were no speeches, inasmuch as 
Ginsberg, the com- 
pany’s president preferred to have 
the affair as informal as possible. 
* 


Missouri After the Serial 
Number Defacers 

Another state to consider legis- 
lation against tampering with serial 
numbers is Missouri. House bill 
No. 719 will make it a misde- 
meanor to remove, destroy, alter, 
conceal or deface serial numbers 
on radio sets and equipment, elec- 
trical appliances, phonographs and 
musical instruments. 

Passage of such a bill would 
mean that insurance rates for these 
instruments and appliances would 
be immediately lowered, according 
to insurance company figures. It 
has been pointed out by the St. 
Louis Radio Trades Association 
that the state has been a haven of 
illicit radio goods and the thieves 
who specialize therein. The bill, if 
it becomes a law, is expected to do 
away with market demoralization, 
through the sale at less than legiti- 
mate dealer cost of nationally ad- 
vertised merchandise with serial 
number identification removed. 


* * * 
Tom Brook, Illinois, Back 
Home 
T. A. Brook, in charge of the 
lamp department of the Illinois 
Electric Co., Chicago, has re- 
turned, with Mrs. Brook, from a 


vacation in southern California. T. 


| A. spent most of his time on the 


golf links in and near Long Beach. 
Those who play with him this 
summer will do well to get the 
right handicap. He is in the low 
eighties. 








May, 1929 


THE JOBBER’SfA)SALESMAN 87 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 










Nt Frarear ae 
AD Pa Pe AeA 


SS 


ve 


2, 


D> Tb Th aaaez 
PS 


>< 
PX) 


Vv. 







7>7\ 
\ 2 


al 





XS 
XP 








SIZ 
AA 





























There’s NO UNCERTAINTY 
In Selling ...or Buying, 


BRIGHT STAR 
AIM PLIPOWER. 


Your customers are safe in buying 
this guaranteed “B” battery — they 
know that they will get a solid year 
of radio reception; for in case of any 


performance and longer life will build 
good-will for you—and that the full 
resources of the Bright Star Battery 


: ; ; Company stand back of the twelve- 
shortcoming, a satisfactory adjustment 


will be made on the basis of service 
actually received. 


You are confident in selling Ampli- 
power, that its outstandingly better 


month guarantee. 


It’s to your interest—as well as your 
customers’—to sell them Amplipower 


—the guaranteed ““B” battery. 


BRIGHT STAR BATTERY CO. 
HOBOKEN. N. J. 


Chicago 


San Franeciseo 





“NINETEEN YEARS BUILDING THE QUALITY LINE” 
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ARCTURUS 
TUBES 


help us sell sets 
say the— 
Griffith Piano Co. 





“CNETS on our floor operate 
much more efficiently when 
Arcturus Tubes are used,” says 
P. O. Griffith of the Griffith Piano 
Co., Newark, N. J. “The wait that 
seems like a year is eliminated. 
Practically all customers com- 
mented on the quick action of 
the tubes—only 7 seconds. 

“We have also found that 
Arcturus Tubes minimize hum 
and give clearer reception. And 
on our ‘counter test? we increase 
the line voltage 100% and have 
never burnt out an Arcturus 
Tube.” 

Arcturus No. 127 Blue Tubes 
will help your sales, too. If you 
want to sell the fastest moving 
A. C. tube on the market today, 
write for all the facts about 
Arcturus. 


ARCTURUS RADIO TUBE CO. 
220 Elizabeth Ave. Newark, N. J. 


ARCTURUS 


BLUE wtiire TUBES 
oi ee 





| 


Camp Co-Operation IX 
to Meet 
R. Bourke Corcoran, chairman 
of the League Council, announces 
that Camp Co-Operation IX will 


be held at Association Island, 
Henderson Harbor, New York, 
from August 2 to 6 inclusive. 


While no details of the program 
for the forthcoming camp confer- 
ence are as yet available, it is the 
plan of the camp sponsors to gear 
in the program with the specific 
day to day problems of the dele- 
gates. 
a o. 


What You Should Know 
About Car Insurance 
(Continued from Page 14) 


however, that if the vehicles are 
damaged while in thieves’ hands, 
the insurance companies must re- 
imburse the owners to the extent 
of the damage. 

Public liability insurance covers 
only physical injuries to the gen- 
eral public; it never covers dam- 
age to property. Neither does it 
provide indemnity to an employee 
who is injured in the car while 
performing the duties of his posi- 
tion and while otherwise covered 
by compensation insurance. The 


Compensation policy provides the 
protection in such cases. 

In view of the heavy jury ver- 
dicts being rendered at the pres- 
ent time, the ordinary $5000/$10,- 
000 liability limits are insufficient. 
If the judgment is over $5000 in 
the event one person is injured, 
or over $10,000 if two or more 
are injured, the owner or operator 
must make good the difference; a 
risk hardly worth while in view 
of the fact that double limits 
($10,000/$20,000) cost only about 
10% more. 

‘Property damage insurance re- 
imburses for damage to the other 
fellow’s property. It does not 
pay for damage to the property 
of the assured. Recent jury ver- 
dicts justify $2000 coverage, rather 
than the general $1000; it costs 
about 10% more. 

Collision insurance pays for 
damage to the car of the owner 
or operator, but never for damage 
to the other fellow’s car. As in 
fire and theft insurance, at least 
80% coverage should be kept on 
the car and there is no use over- 
insuring it because, in the event 
of complete destruction, the car- 
rier will pay only its current mar- 
ket value. Collision insurance is 
sold in three forms: full cover, 








Here are gathered the board of directors of the Federated Radio Trades 


Association. 


Top row, left to right: John Kibler, Buffalo, N. Y.; Fred Wiebe, 


St. Louis, Mo.; Elmer C. Metzger, Buffalo, N. Y.; W. H. Roth, Milwaukee; 


N. E. Hill, St. Louis, Mo.; Hi 


. G. Erstrom, executive secretary, Chicago; E. E. 
Healy, Buffalo, N. Y.; Julian Sampson, St. Louis, Mo.; Joe 


Lazar, Chicago; 


G. Spencer Pritchard, Chicago; J. W. Bateman, Cleveland, and B. H. Furnas, 
Dayton, Ohio. Bottom row, left to right: John M. Redell, Chicago; H. C. Wall, 


Ft. Wayne, Ind.; H. H 


Cory, Minneapolis, Minn.; Peter Sampson, Chicago; 


Harold J. Wrape, St. Louis, Mo.; Michael Ert, Milwaukee; Henry M. Steussy, 
Milwaukee; Harry Alter, Chicago; Chas. T. Naddy, Columbus, Ohio, and Matt 


Kaemerer, St. Louis, Mo. 
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One of America’s foremost nei 
designers has developed cabinets for 
the new Kellogg models. Here is the 
advance sketch of one of his creations. 





enters the MEDIUM PRICE FIELD 
with a startling array of features that mark 
a distinct advancement in Radio De sidn 


“A lot more value for a few more dollars” 


Automatic Volume Control Improv ed Dynamic Speaker 
Shield Grid Tubes Condenser Tuning 
All Tubes Standard Base Distinctive Cabinets 


A limited number of new distributors are being appointed. If you are interested, 
we recommend making arrangements for a pre-view of the new models at our 
factory, prior to the trade show. 


KELLOGG ““esippy COMPANY 


tore. Sha n. bi ver 1020-1070 W. Adams St., Chicago 


The RADIO with the 
GaThedral YOue _ 
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AR 
o AY-BRITE 


TRADE MARK REG. 


y Another addition to the Day-Brite line of quality fix- 


tures—a single unit for the intermediate base T-61/2 lamp 





—made of one piece of drawn brass-reflecting surface, 


/ steel porcelain enameled—socket porcelain—Day-Brite’s 


own design—large wiring chamber for rapid wiring. 


Dimension Length 814” Width 134” Height 134” 


Y HANGING CLIP 
, 
4 ° ONE PIECE DRAWN 
piri ei20 BRASS SHELL 
SET SCREW 
COLLAR / 
COVER OF 
WIRING CHAMBER 












STEEL PORCELAIN 
ENAMEL LINER 


PORCELAIN SOCKET INTERMEDIATE BASE T-6% 
SPECIAL DAY-BRITE DESIGN TUBULAR LAMP 




















Our new catalog num- 
ber 8 includes the complete 
Day-Brite line—send for 
your copy today. 


Accompanying is a 
full size cross section 








No. 80 of this unit. 
| DAY-BRITE REFLECTOR CO. 
7 Laclede Ave. Saint Louis, Mo. 





TTT 














$50-deductible and $100-deduct- 
ible; the first form pays for any 
damage, to the smallest ; the latter 
two require the owner to pay the 
first $50 or $100, as the case may 
be, of the loss involved. 


In those States having “Work- 
men’s Compensation Laws,” the 
liability policies of the carriers do 
not provide protection if an em- 
ployee affected by these laws is 
killed or injured in the car while 
performing his duties. Employ- 
ers in such states should ascer- 
tain whether or not their sales- 
men come under these laws; as 
salesmen they might not, but as 
operators of cars they probably 
do. If men coming under these 
laws are not covered, the employ- 
er is liable both to the man and 
to the law. In states having no 
Compensation Laws, employers 
should protect themselves with 
Employers’ Liability Insurance, if 
employees are excluded from the 
liability contracts. 


The delivery of large and valu- 
able shipments can be protected 
by inland marine insurance. No 
specific advice can be given on 
this cover because each case is 
individual to itself, but employers 
who desire such protection can 
secure full information from any 
qualified broker or from any car- 
rier which handles this form. 

Salesmen’s samples are best pro- 
tected with salesmen’s sample 
floater insurance. This form pro- 
tects the samples, not merely 
while they are in the car but 
while they are in hotels, check 
rooms, etc., and from all forms 
of loss except deterioration and 
theft by the salesman himself. 

Automobile plate glass insur- 
ance is required to replace broken 
glass windshields and doors. Col- 
lision insurance will pay for glass 
breakage if it occurs in the course 
of an actual collision but, if the 
windows are broken by thrown 
objects or any other causes aside 
from collision, the separate form 
—available at small cost either as 
a rider or as a policy—is required. 

The theft of spare tires and-ac- 
cessories may be provided for, as 
suggested before, by a rider to 
the theft policy. Unless so cov- 
ered, their separate theft is the 
owner’s loss. 

Salesmen’s personal effects float- 
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As efficient in performance as they are beautiful 
in appearance — these new STAR-Rite Electric 
Ranges mark a distinct advancement in Electric 
Range manufacturing. 





Everywhere shown, wcmen are commenting on 
the NEW streamline design —a beauty unbroken 
by the screwheads that ordinarily mar the appear- 
ance of a range, and as she well knows, catch 
dirt and grease. In this, as well as other impor- 
tant details, it is apparent that the STAR-Rite 
Electric Range has been designed to meet the 
modern housewife’s every need. 

Central Station engineers and Electrical Dealers are 
manifesting keen interest in such unusual and important 
details as: 

—the “balanced load” feature; 

—the system of wiring, providing for either 
a two or a three wire connection without 
change of switches; 

—the heavy reinforcement of the frame 
which assures rigidity; 

—the heavy oven insulation, no heat loss; 

—the permanent porcelain enamel finish, 
beautiful and lasting. 


STAR-Rite Electric Ranges offer Jobbers and Dealers an 
opportunity for more profitable sales. We'll be glad to send 


any dealer a complete range catalog upon request. 


THE FITZGERALD MFG.COMPANY, TORRINGTON, CONN. 





















Eig OS Begs 














Oe 


‘anil 


eel 


Cabinet and Apart- 
ment ranges in Gray 
and White Porcelain 
Enamel Finish; Full 


Automatic. Attractive 





prices and discounts. 
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Increase 
Your Tube Sales 





With This Display 











Here’s the window display that will 
help you increase your tube sales. 
Bright, attractive, modern, printed in 
six colors and silver—it will keep your 
Perryman tubes moving surprisingly 
fast. It is a real eye-catcher ... a 
powerful silent salesman . . . reselling 
old customers . . . winning new ones 





You can recommend Perryman tubes 
with confidence. Tell your customers 
about the patented Perryman Bridge 
and Tension-spring. Let this window 
display tie up your store with the wide 
merchandising plan of Perryman 
Tubes. 


Write today for the Perryman Display 


for you. 

Two New Tubes Wholesalers going to the Radio Show 
>A.C. 224—Screen grid type for A. C. Be sure to see the Perryman Tube Exhibit in 
— 4 _ i - op aie ee tice Hotel Stevens, Demonstration Headquarters, 

operation as a radio frequency power amplifier. Suite 1405. 

P.A. 245—A new power tube for A. C. There are several attractive territories open 
operation giving greater undistorted output and to responsible wholesalers Ask about our 
even longer life. 1929 proposition. 

PERRYMAN ELECTRIC Co., Inc. 
33 West 60th Street New York, N. Y. 


> Laboratories and Plant, North Bergen, N. J. 


PERRYMAN RADIO TUBES 


1 Complete Ling 





if Standard Equipment 


for every Radio Purpos 




















For 
Double- 
Quick 


Action 











everywhere. 


Rosin-core . 


in Turnover and Profits 
.. the KESTER CORPS! 


Every member of the famous Kester Corps of Flux- 
core Solders has won the Distinguished Service Medal. 
And especially—Metal Mender, the household solder. 
This self-fluxing solder, with the flux right inside the 
solder itself, is a profit-maker for hardware dealers 
With Kester Metal Mender, the house- 
: wife saves her pots and pans and men and boys use it 
for making toys and many other things. 
readiness for the zero hour—when customers, stirred by our national ads, 
ask you for any solder in the Kester line. 
The Kester Corps of Flux-core Solders: Acid-core . 
. Radio. 


KESTER SOLDER COMPANY 


Formerly Chicago Solder Company 


4251 Wrightwood Avenue, Chicago, U. S. A. 


KESTER, SOLDER 


Keep the Kester Corps in 


Sold by jobbers everywhere. 
. Metal Mender .. 
. Paste-core. 


Established 1899 




















er insurance will protect their 
luggage and _ personal things, 
while in the car and while in 
hotel rooms, check rooms, trains, 
etc. They are not covered by the 
basic theft policy. 

The cost of all forms of “floater 
insurance” is around $3.75 per 
$100 of insurance annually. This 
is for full coverage; a more re- 
stricted form can be had at less 
cost. 

The so-called “bail bonds” are 
really powers-of-attorneys issued 
by the large surety companies to 
owners and drivers who pay the 
fee of $5 per $5000 of bail. If 
the driver is arrested on criminal 
charges, he is authorized to sign 
the surety company’s name up to 
$5000. Bear in mind that these 
bail bonds cover only criminal 
charges arising out of motor ve- 
hicle operation. If the driver is 
arrested on civil charges, in con- 
nection with a damage suit, the 
liability insurance company will 
bail him out within the liability 
policy limits, not the bail bond 
surety company. Inversely, the 
liability policy does not provide 
criminal bail. 

Note, specifically, that not one 
of the eleven forms of coverage 
overlaps another in relation to its 
correlative hazard. No. 10 cov- 
erage never affects No. 2 hazard; 
No. 4 never overlaps No. 5; and 
so on. This is one of the most 
outstanding characteristics of all 
automobile insurance, but it is the 
very characteristic that causes so 
much financial loss. 

The general and business pub- 
lic, erroneously believing that an 
insurance policy is an elastic in- 
strument—when, as a matter of 
fact, it is a most inflexible instru- 
ment—tries to stretch it to cover 
all situations. It just can’t be 
done—and financial losses to the 
tune of hundreds of thousands are 


annually being rolled up as a 
result. 

Select those hazards your cars 
commonly face, all of them if 
necessary. Buy the correlative 
insurance—no protection is had 


otherwise. Don’t overinsure. Don’t 
underinsure. Read your policies. 

Doing these things, you need 
fear no losses; you will never 


need to pillory the carriers as 
“all a gang of thieves.” 
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A New All- 


$ A()= 


Net 
To Dealer 


urpose Tester 


FOR RADIO SETS AND TUBES 


... ERVICE can cost much or little, depending large- 
ly upon the completeness of the test kit provided 
to each service man. 


This new tester by Sterling tells at a glance every- 
thing a service man wants to know about a radio set 
or its accessories. It tests— 


all A. C. and D. C. tubes, including screen 
grid type; 

“A,” “B,” “C,” and screen grid voltages in 
all types of A. C. and D. C. sets and tests 


line voltage; 





for open or short circuits; 





aerial and ground connections and locates 
shorted condensers. 














Hum Eliminator—for A. C. rectifier 
hum of dynamic speakers. Simple to 
attach. Type R-313, $3.50 List. 















23 Years of Electrical Manufacturing 


shop use. Tests all A. C. and D. C. 
tubes. Type R-510, $35 List. 
Send for Complete Catalog 
See the Sterling Exhibit at the R. M. A. Trade Show. 
Hotel Stevens, Chicago 
THE STERLING MANUFACTURING COMPANY 
Cleveland, Ohio 


The following accessories are provided at no addition- 
al cost: 
1—4-prong 5-hole adapter 
1—5-prong 4-hole adapter 
1—4-prong 5-hole adapter with wires and 
snap connections 
1—pair of leads with prods for continuity 
tests 
1—cord with plug for measuring A. C. line 
voltage 
1—instruction book 


Mounted in a sturdy black leather-grained carrying 


*(Discount of 40% to the dealer applies on Sterling Test Equipment) 


case with polished nickel trimmings. Size 
1034”x97%_"x414". Weight 74 lbs. 

> naan List Price $67.50* 
lube Tester and reactivator — for GRE 
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MANUFACTURERS | 


NEWS 


















Tubular Joins Wire and 
Cable Group 

On April 16, the Tubular Woven 
Fabric Co. joined the group of 
wire and cable manufacturers 
making up the recently formed 
Anaconda Wire & Cable Co. This 
company was organized for the 
purpose of giving the electrical 
trade every advantage resulting 
from the large-scale manufacture 
of wiring materials, from mine to 
finished product. 

* *x * 

“Get-Together” Meeting 

Staged by Wadsworth 

The Wadsworth Electric Mfg. 
Co., Covington, Ky., recently held 
another of its “get-together” meet- 
ings. Approximately 400 attended, 
including contractors from greater 
Cincinnati, northern Kentucky and 
surrounding territories. T he 
Wadsworth factory was visited 
and inspection made of the new 
developments in safety electrical 
switches. 

The meeting was presided over 
by L. G. Kuhlman, treasurer and 
general manager of the company. 
Addresses were given by T. F. 
Donnelly, mayor of Covington, 


Chas. Beltzhoover, president and 
Larry Coen, manager of the Cin- 
cinnati Electric Club, and D. H. 
Wadsworth, 
Forrest J. 


vice-president and 
Alvin, merchandising 





manager of the Wadsworth com- 
pany. 

A Dutch luncheon was also on 
the program, with orchestral and 
vocal entertainment. 


*x* * * 


Jefferson Electric Person- 
nel Changes 

Three appointments have been 
made by the Jefferson Electric, 
Chicago, in as many of its terri- 
tories. A. H. Poole is scheduled 
to cover western New York, F. 
H. Pickerill will call on the trade 
in the Cleveland territory, and H. 
B. Leach will handle the Balti- 


more section. 
* * * 


Two New Divisions for 
N. E. M. A. 


To bring together those groups 
having similar interests and thus 
effect a greater co-ordination of 
association activities, the execu- 
tive committee of the board of 
governors of the National Electri- 
cal Manufacturers Association has 
given approval to the organization 
of two new divisions—the wiring 
devices and the roughing-in ma- 
terials divisions. 

The former division will be 
composed of the following sec- 
tions: attachment plug; fuse; 
knife and enclosed switch; lamp 
receptacle and socket, and snap 








switch. The roughing-in material 
division will comprise such sections 
as armored conductor and flexible 
metallic conduit, conduit fittings, 
electrical porcelain, metal mold- 
ing, non-metallic conduit, non- 
metallic sheathed cable, outlet box 
and switch box, rigid conduit, 
wire and cable. 
“sn 2 
New Manager for Trumbull’s 
New York Office 
A. H. Bergendahl has been made 
manager of the Trumbull Electric 
Mfg. Co.’s New York office on 
the resignation of George Flading. 
Mr. Bergendahl’s old Cleveland- 
Columbus-Pittsburgh territory has 
been taken over by G. U. Van 
Cleef, who has been with Trum- 
bull for three years as a field 
specialist. 
‘ * - 
Chicago Solder Changes 
Name 
The officers of the Chicago 
Solder Co., Chicago, announce that 
in the future the company will be 
known as the Kester Solder Co. 
This change has been made for 
the reason that the name of the 
company’s brand of solder, Kester, 
has become even better known 
than that of the company and it 
was, therefore, deemed advisable 
to incorporate the name of the 
solder into the company name. 








One hundred and fifty distributors from all parts of the 
country were guests of the Temple Corp. at the first annual 
distributors’ convention which was held March 25 and 26 
Alfred Marchev, president 
of the company, opened the meeting by telling and review- 
ing for the distributors the rise in the firm in the past six 


at the Stevens Hotel, Chicago. 


months 


manager. 


in preparing to manufacture Temple receivers. 
Gordon C. Sleeper, sales manager, also gave an interesting 
talk. Other speakers were: W. Morley, chief service engineer; 
Lou De Garmo, advertising counsel, Fred Piper, in charge 
of the speaker plant, and Frank Guppy, divisional sales 
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MAL New Line of 


FLOODLIGHTS 
with these self-selling 


features of construction 


1 All-copper Casings 


The copper casing and door frame are of single-piece con- 
struction. They provide excellent heat radiation and protect 
the reflector. All other parts are of brass, bronze, or copper. 
Painting is never required. ~ 





2 Asymmetric Light Distribution 

The new asymmetric lens and reflector combination results 
Et Pd in uniform illumination when units are mounted close to the 
base of the surface to be lighted. 


Color-plate Inserts 
Red, amber, blue, and green glass color plates are available 
for all units. These can be mounted without special attach- 
ments inside projectors equipped with clear lenses. 


Each unit is weatherproof, regardless of the mounting angle. 
The door frame and latches are designed to simplify in- 
spection, cleaning, and lamp renewals. 


Strong Construction 


All parts are built to endure hard usage; however, the units 
are of light weight and are easily transported and installed. 





Ease of Adjustment 

Type L-30 Focusing is quickly and accurately accomplished by means 
oon awe of a ball-and-socket adjustment with control and clamp on 
the outside of the unit. The crow-foot base and universal 
mountings permit directing at any angle. 


3 
4 Weatherproof and Accessible 
5 
6 


7 Glass Reflectors 
The reflectors are of silvered glass with a hermetically sealed 
copper backing. This feature provides lasting efficiency and 
strength. 


8 Heat-resisting Lenses 


All lenses are of heat-resisting glass. They are available for 
all types of light distribution and in clear and colored glass. 


The lighting specialists in G-E sales offices have com- 
plete information concerning the sales advantages of 
this new line of floodlights. Their business is the solu- 
tion of lighting problems and they will welcome the 
opportunity to assist you. 





Type L-31 
1000 Watts 


710-51 
JOIN US IN THE GENERAL ELECTRIC HOUR BROADCAST EVERY SATURDAY AT 8 P. M., E. S. T. ON A NATION-WIDE N. B. C. CHAIN 


GENERAL ELECTRIC 


GENERAL ELECTRIC COMPANY, SCHENECTADY, SALES OFFICES De dae! PRINCIPAL CITIES 

















96 THE JoBBER’s)SALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 


Pat'd and Pat, App. for 


No. 2090 Amco Ornamental 
Bronze Hanger 


We are Hanger 
Specialists 


—not merely Manufac- 
turer’s of Commercial 
Hangers but rendering a 
Special Commercial Unit 
Hanger Service—Catalog 
shows all types and sizes 
permitting your Salesman 
to quote immediately on 
the Job! 

100% Protective Job- 
ber Policy. 

We will be glad to send 
you full details of our in- 
teresting Plan. 


Pictured above is the fastest 
selling Ornamental Hanger 
on the market today. 


The Art Metal Co. 


1800 E. 38th St. 
CLEVELAND, OHIO 





| Schwank Heads “Torrid” 

| Charles W. Schwank has been 
elected vice-president of The 
Beardsley & Wolcott Mfg. Co., 
|Waterbury, Conn. Mr. Schwank 





| C. W. Schwank 


has been associated with the “Tor- 
\rid” organization for the past fif- 
teen months in the capacity of 
general sales manager of the elec- 
trical, hardware and house furnish- 
ings divisions. Previous to this, he 
was general sales manager of the 
Carroll Electric Co., Washington, 
D. C., and president of his own 
shoe manufacturing company. He 
is also the author of several books 
on selling and has had a splendid 
background of sales experience. 

C. E. Beardsley was re-elected 
president and Frank E. Wolcott 
re-elected first vice-president. 
Robert Booth was elected vice- 
president in charge of manufac- 
turing. 

F. E. Coster, president of Mc- 
Kesson & Robbins Co., as well as 
Mr. Schwank and Mr. Booth were 
elected to the board of directors. 
| Within a short time the greater 
/portion of the manufacturing ac- 
ee of the electrical division 
will be removed from Hartford to 
Waterville, Conn. 
| * * * 
| Two New Salesmen 
| for Consolidated 

The Consolidated Lamp & Glass 
Co., Coraopolis, Pa., announces 
the addition of L. Merrill Nye 
and Fred Dixon to its sales force. 
Mr. Nye will travel Michigan and 
Wisconsin while Mr. Dixon will 
cover eastern Pennsylvania, Vir- 
ginia, Maryland, and the District 
|of Columbia. 























SINCE 1895 


Do 
Away With 
Combination 
Plates 


Sorex 


Use Stock 


Toggle Gang Plates 
for All Combinations 


S= oC =e 





Weber Weber Weber No. 49 
Toggle Bulls Convenience Webe 
Switch Eye Outlet = 
No. 2550 No. 1713 No. 49 Receptacle 


The above illus- 


tration is only a 
suggestion of the 
advantageous use 
which may be 
made of the new 
No. 49 Weber Re- 
ceptacle. Send for 


sample. 


HENRY D. SEARS 


General Sales Agent 
8O BOYLSTON STREET 
Boston MASSACHUSETTS 


Whe Denees¢——— 
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TRIANGLE 









MEANS 


TRIPLE 
INSULATION 




















TINNED 
ANNEALED 
pe Pt ol TANDING behind one another, 
three insulators combine to re- 
NATIONAL tain current in this new per- 
<——4| ELECTRIC CODE 
RUBBER fected armored cable. Your first 











glance reveals its superiority. 
~~ | obi. While its improved protective fea- 
tures appeal to the ultimate buyer, 


—~, HEAVY its easier working properties win 
COTTON BRAID the wireman. 














Triple I Cable is being advertised 
to contractors in the same way it 
is being advertised to you. They 
are learning of the absence of over- 
all-braid that makes stripping so 
much easier. They are being urged 
to ask you about it. Prepare your- 
self for plenty of questioning and 
plenty of orders. Send now for 
sample and the story. 


Mail the letter right now. 











Triangle Conduit Co., Inc. 


Dry Harbor Road and Cooper Ave. 


adil Brooklyn, N. = 
Chicago, Ill. Toronto, Ont. Butler, Pa. 
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SHERMAN 


Lug Headquarters 
4 for U. S. A. Y 







Side and Center 
Formed Lugs 
Also 90° 
and 45° 
Angle 
Lugs 



































LUGS 


Round End Lug (Seamless) 


” 





All round end Sherman Lugs smaller than 
+4” O.D. are made under the Sherman Patent 
and are the type which has secured great 


prominence. In appearance they are superior 
to any others. They are absolutely seamless 
all around. The solder cannot leak out at 
closed end, making messy job and wasting 
solder. Better conductivity is also secured. 
The seamless lugs are much more satisfactory 
than old style made from tubing. We strongly 
recommended use of round end lugs in small 
sizes whenever possible. They are better, and 
in most cases cheaper. Careful analysis shows 
that the use of square end lugs is usually a 
custom and not a necessity. However, square 
end lugs can be furnished if necessary. 


Samples furnished on request. 


Heavy Duty Lugs 


These Lugs are made exactly to the specifi- 
cations prepared by the N.E.L.A. Committee 
to meet the insistent demand of Light and 
Power Company engineers for a standardized 
line of properly made lugs for heavy duty. 

Having been for many years the leading 
makers of Soldering Lugs, it is natural that 
this Company should be first in the field with 
the line. Long experience and_ specialized 
methods insure a standard of quality equal 
to the most exacting requirements. 


ALSO MANUFACTURERS OF 


Terminals 

Fixture Connectors 
Extension Connectors 
Ground Clamps 
Battery Connectors 
Battery Clips 

Fuse Clips 











A 
Sold Through Jobbers 


H. B. SHERMAN MEG. 


CO. 


Battle Creek Michigan 


| 








Stanley Whitford P. & S. 
Chicago Sales Manager 


Pass & Seymour, Inc., Syracuse, 
N. Y., has appointed Stanley D. 
Whitford as district sales manager 


Stanley Whitford 


with headquarters: in Chicago. He 
was formerly with the company’s 
sales organization in the Pitts- 
burgh and Boston districts. 

Prior to his connection with 
Pass & Seymour, Mr. Whitford 
was associated with the Lamson 
Co., Syracuse, as a special engi- 
neer. 

* * * 


Glenn L. Alspach President 


of New Balkeit Company 

Glenn L. Alspach has _ been 
elected president of the Balkeit 
Radio Co., a corporation recently 
organized to take over the radio 
business of the Fansteel Products 
Co., North Chicago, Ill. This di- 
vision of organization was deemed 
advisable because of the rapid 
growth of the Fansteel company’s 
rare metal business and to afford 
more independent merchandising 
control for the Balkeit radio busi- 
ness. 

Mr. Alspach comes to Balkeit 
from Gilfillan Bros., Inc., Los 
Angeles, where, as treasurer and 
manager of that company, he has 
been actively engaged in radio 
manufacture and distribution for 
the past seven years. 








“It has a grip like its namesake”’ 














Bull Dog 
Split Knobs 
“Tuese are 


the safe, approved 
knobs for all types of 
residence wiring. They 
mean better jobs at no 
added cost. Bull Dog 
Split Knobs, together 
with Illinois Porcelain 
Tubes, Cleats and 
Solid Knobs form a 
complete line of stand- 
ard porcelain. 





Sold Through Wholesalers 


Illinois Electric Porcelain Co. 
Macomb, Illinois 
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Sell Your Customers An Idea 
And Make More Money 


WIRE FOR THE FUTURE 
60 Amp. Service 


The ADVANTAGE of Today 


—The NECESSITY of Tomorrow 


] From now on, 60 Amp. Meter Service Switches will 
e begin to be demanded for normal entrance work 
requirements. 


2 Light, heat and power conditions in industry and the 
e home are no more like what they were fifteen years ago 
than are my lady’s hats and dresses. No, 16335. 
3 Probably right now in the average home, 30 Amp. 

e Service is enough to take care of lighting and miscel- 
laneous appliances. 


4 The cost of electricity has declined continuously for the 
e last decade, encouraging its use for heat, light and 
power in the home. 


5 An increasing number of homes are using electricity for 
e cooking, requiring 60 Amp. Service. No. 18322 


Meter Testing, 

6 Every new home wired with 60 or 100 Amp. Service — 

e whether actually required or not, constitutes a ready , 

market for heating, cooking, and labor saving appliances—a 
distinct advantage. 








d Tomorrow, 60 Amp. Service will be a necessity, so why 
¢ not be ready and start early? 


Remember, Selling Bigger Units 
Assure Bigger Profits for You. 





Meter Testing, 
Sealable Cover 


A Switch For Every Purpose No. 28323 


Sold Through Jobbers 


iy 
oe 4 
Z 
Z 
Ze 








Pla aA LBC y 
IM Liberty St. BRANCH PANEL = ai ty; y yi Swit nae FACTORY AT Jaaiettnns 
BOSTON PHILADELPHIA. SAN FRANCISCO 
1002 Statler Bidq. Bourse Bidq. 595 Mission St. 


ATLANTA 








100 THE JoBBER’S[AJSALESMAN 





FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





tial oe 


FRETZ-MOON TUBE CoO., Butler, Pa. 

















The name FRETZ-MOON 
is a guarantee of quality— 
a symbol of service to the 
trade and the user! 





RIGID 


CONDUIT 




















i) How Can You Tell 


Last month started off with the hottest April 
weather in forty years. For a few days some 
jobbers did a midsummer business in fans. In 
a week or two that demand will be repeated. 
Don’t let it find you unprepared and without 
sufficient fan stocks to meet the emergency. 


Forty years of fan making have put real sala- 
bility and service into the Diehl line. Your sales 
stick, and makegoods (if any) are for us to set- 
tle, always on the basis that you are right. 
The Diehl line is complete—you can sell and 
profit from all demands. 


“Wind-O-Vent’”” Home Ven- 
tilator 


The Diehl line includes fans for 
every purpose from the circula- 
tion of air in telephone booths 
to the ventilation of large indus- 
trial plants. 


DIEHL MANUFACTURING COMPANY 


Electrical Division of 
THE SINGER MANUFACTURING COMPANY 


ELIZABETHPORT, N. J. 


Exhaust and Ventilating Atlanta Boston Chicago Columbus Dallas 
Fans New York Philadelphia Pittsburgh St. Louis 











When Orders will Come? 





Montgomery Representing 
Steelduct 
Announcement has been made 
that George D. Montgomery, 522 
Broadway, New York, is now 
representing the Steelduct Co., 
Youngstown, O. Mr. Montgomery 
is also New York representative 
for the Liberty Gauge & Instru- 
ment Co., Cleveland, and is na- 
tional sales representative for the 
Jiffy Wire Connector Co., Hack- 
ensack, N. J. Mr. Montgomery 
has been in the electrical business 
for the past fifteen to twenty 
years, serving in the capacities of 
manufacturers’ salesman, jobber 
and manufacturers’ representative. 
Prior to coming to New York a 
year ago, Mr. Montgomery was 
associated with R. L. Cunningham 
in the manufacturers’ agency busi- 
ness in Philadelphia, and before 
that was an electrical jobber in 

Portland, Me. 
American Blower 
Announces Sales Plan 

In an _ elaborate presentation 
which the American’ Blower 
Corp., Detroit, has just mailed to 
its jobbers and dealers there is 
outlined the company’s advertising 
and merchandising plans for 1929. 

National advertising in such 
magazines as: The Literary Dvt- 
gest; Time; Nations’ Business, and 
Factory and Industrial Manage- 
ment will carry the thought of 
proper ventilation to the public. 
It will be backed by trade paper 
advertising and a series of mail- 
ing folders “built to order” for 
each field. Envelope stuffers, win- 
dow posters, bulletins and price 
books are also available for this 
campaign. 








These two boys, A. B. Ayers and 
W. L. Lyon, have forsaken their posts 
as general manager and general sales 
manager, respectively, of the Amrad 
Corp., and have set themselves up in 
the manufacturers agency business, 
forming the Ayers-Lyon Corp., with 
offices at 537 Statler Bldg., Boston. 
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ao sA NationWide Market 
for Multiple 


LAMPLOK 


Slip Lamplok over base of lamp. Ne 0 lamp bweakage—Use wpeatedly 









\ 





LAMPLOK 
(pat. pending) 


Actual 
Size 








Jobber’s Profit *60° 
per thousand 


Lamplok profits can pay the cost of lamp sales, leaving 
lamp profits clear velvet . . . . if you sell Lamplok with 
lamp orders. Lamplok positively stops lamp thefts. It 
can be used again and again on standard base. No spe- 
cial bulbs or sockets are required. It interferes with no 
guard. It isn’t necessary to break the lamp to remove it. 



















Screw lamp into socket—it won’t un- 
screw. 


Removing the lamp is simple, but can only be described 
to proper persons for obvious reasons. We will tell you 
how it is done if you will write on your letterhead, sign- 
ing the letter by your official title. 


Let every one of your salesmen carry a few Lamploks in 
his pocket (ten of them weigh only an ounce) and dem- 
onstrate them to commercial and industrial lamp users. 
You will be astonished at the sales that result. Our ad- 
vertising has already produced many large sales, proving 
that there is plenty of money waiting to fall in your lap. 
Get your lap under it! 





lamp— 


Jobbers specializing in industrial 
business now being appointed. 


Multiple Selling Corp. 
350 Madison Ave. 


—and use it on the replacement. New York N Y 
>] e 7” 
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“She fuse 
h 


N that 
FUSE never 


fibs” 








Packed 
5 in a Box! 


Selling a fuse at a time is a 
nuisance. The K-E idea 
of selling makes a real 
profititem of fuses by 
making five sales with the 
work and bookkeeping of 
one. That goes for re- 
tailer even more than for 
jobber, and is a strong sell- 
ing point in your favor. 


It Shows 
When It Blows 


The link is made of an alloy that 
smuts the inner side of the mica 
when blown, so that the right 
fuse is spotted at once. Plenty of 


insulation between top and 
threads makes it shockproof. Ex- 
actly accurate for amperage 
marked. 


Get Our Catalog 
of Sellers 


Special Fuses Auto Fuses Ground Clamps 


Open Link Fuses Fuse Plugs Cartridge Fuses | 


KIRKMAN 


Engineering Corp. 
1 Dominick St. New York 


Westinghouse to Open Light- 
ing Institute 

To afford a permanent institute 
for the advancement of the art of 
modern lighting is the object of 
the Westinghouse Lamp Co., in 
opening the Westinghouse Light- 
ing Institute the latter part of this 
month. The opening of this in- 
stitute is coincident with the open- 
ing of the N. E. L. A. convention 
in Atlantic City and the inaugura- 
tion of Light’s Golden Jubilee. 

The Institute will occupy the 
entire seventh floor of the Grand 
Central Palace, New York City, 
which is equivalent to an entire 
city block of 40,000 square feet. A 
feature will be Mazda Avenue, a 
typical city street on which will 
be built a modern home, bank, 
theatre, combination gasoline fill- 
ing station, accessory store and 
office, industrial building, depart- 
ment store, florist shop, and two 
completely equipped _ electrical 
stores, one typifying the average 
central station merchandising 
room and the other representing 
an-electrical store of average size. 
This will make possible the study 
of layouts and the effects of dif- 
ferent plans. 

There will be many other typi- 
cal illustrations of modern light- 
ing equipment, such as_ offices, 
schoolrooms, advertising displays, 
airports, etc. 

The director of the Institute 
will be Ralph Neumiller, who has 
resigned from the United Electric 
Light & Power Co. 

tute 


Ideal Commutator Purchases 
Bowlus Interests 

The business of the Bowlus 
Boring Machine Co. has been pur- 
chased by the Ideal Commutator 
Dresser Co., Sycamore, IIl., and 
|effective at once the Ideal com- 
pany is manufacturing the Bowlus 
machine as the Improved Ideal 
3owlus boring machine. 

x * x 





Caswell-Runyan Appoints 
| . 
_ New York Representative 
| The Caswell-Runyan Co., Hunt- 
|ington, Ind., manufacturer of radio 
'cabinets desire to 


appointment of The Friedman- 





|Snyder Co., 15 Park Place, New 
| York City, as its representative in 
‘the Metropolitan area. 


announce the | 





te) 7193 





WIRING. 
DEVICES 








All Armored 
Switch Iron Plug 





Cat. No. 800 


Write for our new 
catalogue 


A 
Complete Line 


RODALE MFG. CO. 


200 HUDSON STREET 
NEW YORK 
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At Your Service — 
the Westinghouse 


Panelboard Specialist 


OCATED at each district office and many of the 

branch offices of the Westinghouse Company are men 
specially trained in handling panelboard problems. These 
panelboard specialists are maintained expressly for the 
purpose of helping you to plan panelboard installations, 
and to assist you in solving knotty problems. 


The specialist has one of the greatest engineering staffs in 
the world to call on for advice and recommendation. This 
advantage, together with his experience and knowledge of 
panelboard problems, makes his assistance especially valuable. 


The earlier the panelboard specialist is called in the better 
he can serve you. Avail yourself of his assistance today. 


Westinghouse Electric & Manufacturing Company 
Brooklyn Works Brooklyn, N. Y. 


Sales Offices in All Principal Cities of 
the United States and Foreign Countries 


Westinghouse 


| 
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It Makes a 
Better Job 


The advantage is decidedly in favor 
of the Levolier Link Switch for 
=j chain fixture installations because 
-+——F 4 of its rugged construction, good 
looks and small size. On new work 
it fits between two links or attaches 
to the fixture ring. Takes the place 
of one link in old fixtures, with no 
splicing or rewiring of lead wires. 
Just 3 parts—Levolier Fixture 
Switch, Levolier Link and locking 
attachment. Brushed brass and Jap 
bronze finishes. 


Let us send you a sample. 























ESTABLISHED 1 


VALPARAISO - INDIANA 




































tH] IS MOVING DAY 


MAY THE FIRST 


FOR THE MILLIONS 


M+ is the moving month. Millions of people move—millions of 
dollars of merchandise move. 


About two million families are getting into new homes this month. They 
are leaving behind them many of their small items of household elec- 
trical equipment. 


Their lamps and appliances may be more numerous than the equipment 
provided in the new place. 


They will need extra switches, extra outlets, new bulbs, cords, multiple 


plugs and LUMINOUS LOCATORS. 


Dealers will sell out on these items in May because in addition to normal 
demand two million families will be buying over again. The alert J.S. 
will replace the stock. 


Nature and man are both on the move in May. Join the circle and get 
your dealers to take part in this general spirit of motion. Don’t you 
forget—or let them forget—that every single home has use for LUMI- 
NOUS LOCATORS. They may be already sold out, and it doesn’t pay to 


be holding a sieve when the rain begins to fall. 


UNITED STATES RADIUM CORPORATION 
535 Pearl Street, New York City 


Manufacturers of UNDARK Radium Luminous Compound and owners of UNDARK 


Construction patents, under which most Luminous Locators are made. 














x 


Here we have M. W. Hart, one of 


the Cutler-Hammer, Inc., Milwaukee, 
salesmen who operates in the city and 
on the road with the assistance of his 
new. Ford. 








Ebert Furniture Company 
Making Cabinets 

Announcement has just been 
made that the Ebert Furniture Co., 
of Red Lion, Pa., is now offering a 
line of quality radio cabinets at 
popular prices. At the same time, 
the news is given out that A. Ir- 
ving Witz and Martin J. Polikoff, 
at 225 W. 34th St., New York, 
have been appointed national sales 
agents for the Ebert line. These 
men are both pioneers in the radio 


| field. 


| tre; 


The Ebert Furniture Co. has 
been making dining room furni- 
china cabinets, secretaries, 
silver chests, etc., since 1854 and 
have won a high reputation among 
the trade for their care in selecting 
and seasoning their wood and for 
re a1 “old-world” craftsmanship. 
Now they are turning this same 


| skill towards making radio cabi- 


manager at 


nets. 
* * * 


Rooney Wins Award 
E. S. Rooney, district sales 
Cincinnati for the 
Youngstown Sheet & Tube Co., 
recently won the grand prize of 
$1000 in an “ad” contest con- 


| ducted by the Cincinnati Enquirer. 


| their kites and other toys. 


Mr. Rooney admits that he is 
just “full of hobbies.” His home 
is the center of community activ- 


ity among youngsters. He mends 


He is 


| a great lover of animals and ca- 


| nary 


birds. He is an amateur 


comedian, an amateur boxer, loves 
athletics of all kinds and is in- 
terested in archery. 

He is a product of St. Xavier 
College. 
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STEELTUBES [E.M.T.}* 


has the same inside diameter 
as heavy conduit. Made in 
three sizes, [34'’, 34’ and 1’’} 
with diameters and wall- 
thickness shown above. One 
coupling furnished with each 
ten-foot length. 


STEELTUBES 
Advantages 


1—Saves thread- 
cutting 
2—Bends easily 
3—Light— handles 
easily 
4—Takes any fitting 
5—Speeds up the job 
6—Resists corrosion 
7—Costs less 
8—Standard price 
9—Carries Under- 


writers’ Label 


10—Local stocks al- 
ways available. 








Tools.... 
_.. thats all you need 


O wonder contractors are surprised when they find how 
easy it is to do wiring with STEELTUBES [E. M.T.}* 


With hack-saw, pliers and half-round file you have all the 


tools you need to cut and connect up a job. 


No threads to cut. The STEELTUBES Adapter slips over the 
unthreaded end of the conduit. A part turn of the adapter nut 
wedges the split adapter sleeve tightly in place. And you have 
a tight, permanent connection. STEELTUBES Adapters take 
any kind of fittings. 


Ask for our sample package, containing sections of STEEL- 
TUBES in the three sizes—also an Adapter, and a folder 
answering your questions about this new product. 
Electrical Division 
STEEL AND TUBES, INC. 


Cleveland, Ohio 
(A subsidiary of Republic Iron & Steel Co.) 


OF i treads stron Electrical Metallic Tubing 
is threadless, strong, light and easy to handle. Costs 
Ohi to buy. Saves time and money on the job. 


FOUNDED ON THE BELIEF THAT THE SALESMAN OF THE WHOLESALER IS THE MOST IMPORTANT MAN IN THE INDUSTRY. 





Steeltubes 
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Heavy Rigid Conduit 
Impervious to Acids 
Durable as the Building 


This is not a reason—but rather a result. § Made 
of the finest steel that bends easily; smooth finish, 
tough glossy enamel;—these are the reasons that 
make Mohawk Conduit rigid, impervious and 
durable. 










The other reasons are: 
Smooth finish, tough glossy enamel. 
Pipe bends so easily, you hardly realize 
it is steel. 
Clean,even threads that make work ajoy. 
Mohawk may be had in either Indian Black {enamel} 


orlndian White {galvanized}. Ask your jobber or near- 
est Mohawk Conduit Co. branch. 


MOHAWK 


CONDUIT CO. Inc. COHOES, NEW YORK 


BRANCH OFFICES: NEW YORK - CHICAGO - PHILADELPHIA - INDIANAPOLIS BOSTON - SEATTLE - DENVER - LOS ANGELES - NORFOLK - MINNEAPOLIS 
SALT LAKE CITY - SAN FRANCISCO - PORTLAND. ORE. 














RIGHT NOW is the 
Time to wake up 
your customers who 
are still sleeping 
over their 1929 Fan 
Contracts. 





Urge your dealers to have 
their Fan stocks replenished 
at once so as to be ready 
when hot weather comes. 


THE EMERSON ELECTRIC MFG. CO. 
2018 Washington Ave. St. Louis, Mo. 
806 W. Washington Blvd., Chicago, III. 
50 Church Street, New York City 


EMERSON Fans FE 
“it 5y-Year Guarantee 


























Diffused Lighting Intro- 
duced in Floor Lamp 

A new departure in floor lamp 
lighting is the “Luminair,” being 
introduced by Luminair, Inc., Chi- 
cago. It is designed to give satis- 
factory, comfortable illumination 
when used alone over a large area 
in rooms with a ceiling height 
ranging from 9 to 15 feet and 
do away with uneven, shadowy, 
glaring light generally resulting 
from wall brackets, ceiling fixtures 
or ordinary floor and table lamps. 

The accomplishment of this ef- 
fect is due to the fact that the 
light rays of an incandescent bulb 
which is concealed in the reflector 
are directed to the light colored 
ceiling of the room, then being 
broken up or diffused and reflected 


evenly in all directions. 

The “Luminair” may be had in 
four designs, English-Colonial, 
early American-Colonial, ornamen- 
tal utility, and utility. 

*K * * 
Geo. Montgomery Represents 
Steelduct 


George D. Montgomery, 522 
New York City, is rep- 
resenting the Steelduct Co., 
Youngstown, O., in metropolitan 
New York. He is also a repre- 
sentative in that territory for the 
Liberty Gauge & Instrument Co., 
and the Jiffy Wire Connector Co. 

Mr. Montgomery has been in 
the electrical business from 15 to 
20 years, serving in the capacities 
of manufacturers’ salesman, jobber 


and manufacturers’ representative. 


Broadway, 


Cutler-Hammer Announces 
Organization Changes 

On March 1st P. S. Jones be- 
came manager of the New York 
district office of Cutler-Hammer, 
Inc., Milwaukee, Wis., manufac- 
turers of electric motor control 
and allied apparatus. Mr. Jones 
was formerly manager of the 
Pittsburgh office and succeeds C. 
W. Yerger, who leaves the com- 
pany to join the Hanson-Van 
Winkle-Munning Co., Matawan, 
N. J. T. S. Towle, formerly a 
sales engineer at the Pittsburgh 
office, becomes manager of that 
office. G. E. Hunt, located in the 
company’s Philadelphia office for 
the past 10 years, has been placed 
in charge of distributors’ sales for 
Cutler-Hammer. 
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QUALITY s PARAMOUNT! 





Economy Fuse & Mfg. Company 
CHICAGO, U.S. A. 
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Webster says:~ 
RELIANCE 


is the act of relying or state of be- 
ing reliant; dependence; confidence; 


trust. 


For 19 Years 


Morning 


Noon 
Nite 
RELIANCE 
TIME 
SWITCHES | 


Have been living up to Webster’s defi- | 
nition of “Reliance.” You can place 
your whole heart and soul in Reliance 
Time Switches. Every one is guaran- 
teed to give absolute satisfactory | 
performance. 


15 IMPROVEMENTS 


incorporated in the present model. 


WE SERVICE 


all complaints and adjustments 
direct from the factory, thus sav- 
ing you time and inconvenience. 








Also Mfrs. 
of 
RACINE 
TIME 
SWITCHES 


ELIANCE 
Automatic Lighting Co. 
1907 Mead St. Racine, Wis. 





| with 


P. E. Neeff Wadsworth’s 
Advertising Manager 
P. E. Neeff has become adver- 
| tising and publicity manager of 
| the Wadsworth Electric Mfg. Co., 
Covington, Ky. Mr. Neeff brings 


to his new position both adver- | 


tising and outside sales experi- 
ence and is at present preparing 
a new catalog on the company’s 
line of safety switches. 

Freshman to Experiment 

with Television 

The Chas. Freshman Co., New 
York, has made application for 
two television broadcast channels 
the transmitters to be lo- 
cated at its factory situated at 
Clifton (Allwood), New Jersey. 
The channels have been requested 
for experimental purposes with 
the avowed intention of broad- 
casting regular television pro- 
grams to aid the rapidly augment- 
ing group of television “hams.” 

* * * 


Benjamin Electric Moves 

On March 22, 1929, the general 
offices of the Benjamin Electric 
Mfg. Co., was moved from 120 S. 
Sangamon St., Chicago, to its fac- 


| tory at Des Plaines, a suburb of 
| Chicago. 


The Chicago sales offices are lo- 
cated at 117 S. Morgan St., where 
C. B. Harlow, sales manager of the 
central division, and G. B. Weber, 
sales manager of the porcelain 
enameling and stamping division, 
have their offices. 









Vv 


M. appointed 


been 
Northwestern representative for the In- 
land Glass Works, Inc., of Chicago. 


W. Cotie has 

















DOME 








Strong 
Durable 
Units 


OME Reflectors combined with 
D«* three types of socket fit- 

tings manufactured exclusively 
by Quad provide a practical and eco- 
nomical line of lighting equipment for 
indoor or outdoor use. Construction is 
strong, simple and weather proof. Sock- 
ets are easy to wire and reflectors may 
be attached or removed without dis- 
turbing the wiring. Reflector is at- 
tached to socket fitting by inserting 
the porcelain receptacle through the 
top opening a quarter turn to the 
right and tighten supporting screws 
from below. Finished in green por- 
celain enamel outside, white inside. 
Castings cadmium plated. A highly 
profitable line to handle. 





Ask for New Supplement 
A to Catalog No. 3 





QUADRANGLE MFG. CO. 
26 S. PEORIA ST. 
CHICAGO 


OVAL 


REFLECTORS 
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Trip-Lite 
No. H203 


yay 
HEMCO Pp 
PRODUCTS “ 


© Three appliances t 


THE BRYANT ELECTRIC COMPANY 
. BRIDGEPORT . CONN . U.S.A. 


NEW YORK PHILADELPHIA CHICAGO SAN FRANCISCO 





Manufacturers of “Superior Wiring Devices” Since 1888—Manufacturers of Hemco Products 
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Reflectors? 











MULTI Reflector Sockets include 
the added feature--at no more cost-- 
of a socket capable of adjustment 
for ceiling heights and lamp sizes. 





Our new Reflector Bulletin No. 6 makes profitable 
reading. Send for it Now. 





MULTI ELECTRICAL Mrc. Co. 
1840 W. Fourteenth St., Chicago, III. 


— oe ~--- 


























POTS SLL DL SL PS LLU LULL S Pot 


Both a Pull and a Push 
For Bigger Sales 


IDEAL 


Portable Suction 
Cleaner and Blower 


It Blows!—It Vacuums !—It Sprays! 

210 Miles an Hour Suction—or without vacuum 
attachments—a 210 Mile Gale. Can also be used 
for spraying liquids and powders. 

Here’s a product that’s EASY TO SELL and 





HAS A BIG MARKET because it’s the most Handy to use 
powerful portable cleaner on the market, and bs I "ae 
can be used in many different ways in any in- popular in ail 
dustrial. Cleans machinery and equipment faster, aod of indus- 


cheaper, better, increasing efficiency and pro- 
longing life. 


Used as a 
blower, where 
a vacuum 
cleaner is not 
practical. 


5 Days’ Free Trial Mail Coupon Today 











Ideal Commutator Dresser Co. 529 
1047 Park Ave., Sycamore, III. 
Please send full information regarding the Ideal Portable Suction Cleaner and Blower. 


See UL SU eee LLU PLL PLL SLL LU UL e 


MO sina ciecinddnascaves se eeese oe ees 


eT SOL eT oN He HHITITHIO ILL LUT LL PHL @ LE PPLE LE 














Kellogg Executives Enter- 
tained by Employees 

Members of the executive per- 
sonnel of the Kellogg Switchboard 
and Supply Co., Chicago, were en- 
tertained at a dinner and entertain- 
ment planned for them on March 
18 at the Edgewater Beach Hotel, 
approximately 125 attending. A 
feature of the program was a mock 
initiation of all the guests into the 
honorary fraternity, “The Knights 
of the Ohm,” following which din- 
ner was served. The entertainment 
was furnished chiefly by talent lo- 
cated among the Kellogg em- 
ployees, the two high points being 
a mock address given by one of 
them imitating the company’s 
president, W. L. Jacoby, and a 
mock conference of the leading 
executives enacted by amateur act- 
ors—all of which, it is said, proved 
highly amusing. 


‘RCA Eastern Sales Office 
Moved 

The eastern district sales office 
of the Radio Corporation of 
America, New York City, have 
been moved to new and enlarged 
quarters in the 261 Fifth Avenue 
Building. The new offices take 
up the entire twenty-fourth floor, 
and provide double the amount of 
space vacated in the Woolworth 
Building. The territory served by 
this district includes all of the 
New England states, New York, 
New Jersey, Pennsylvania, Dela- 
ware, Maryland, West Virginia 
and Virginia. The eastern dis- 
trict sales manager is A. R. Beyer; 
I’. B. Wanselow is his assistant. 


Colt Adds Feature to 
Switch Line 
The Colt Patent Fire Arms Mfg. 
Co., Hartford, Conn., has an- 
nounced that its “Nublade” en 
closed safety switch line brought 
out a year or so ago is now 
equipped with quick-make and 
quick-break mechanism. 
* Ok Ok 
P. D. Briggs Visits 
Ilg Factory 
I. D. Briggs, vice-president of 
the eastern division of the Ilg 
Electric Ventilating Co., New 
York City, recently made a visit 
to the Ilg factory on an inspection 
tour. 
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Arrow Porcelain Receptacles fit into the picture of the 


Contractor’s daily work to wire modernly. 


Priced to help him 


make his profit on speedy but sturdy wiring jobs. ARROW looks ahead 
—and heeps ahead of your customers’ new Wiring Device needs. Here's 


the latest key to Contractors’ Receptacle- needs: 


Shallow and Deep Back—with Shadeholder Groove—Fit 3%" 





Cat. No. 

832 Pull, for 314 in. box with chain and cord 

833 Pull, for 314 in. box with chain and insulator 

834 Keyless, for 314 in. box : 
One 835 Pull, for 4 in. box with chain and cord 
1ece 836 Pull, for 4 in. box with chain and insulator 

Pp 837 Pull, deep back, for 4 in. box with chain and cord 

type 838 Pull, deep back, for 4 in. box with chain and insulator 
. 839 Pull bracket for 3144 in. box with outlet 

840 Pull bracket for 344 in. box without outlet 

1166 Stud strap for 832, 833 and 834 . 

1167 Stud strap for 835, 836, 837 and 838 

Pall receptacl: an Me furnished 1n O60 Watis at an aavan: i” ’ 


Flat Back — Lower Priced —for 3'4 in. boxes—with I 


Two 880 


Pull, plain ring, with chain and cord 


vase 881 Pull, plain ring, with chain and insulator 
piece 
883 Pull, shadeholder ring, with chain and cord 
type 884 Pull, shadeholder ring, with chain and insulator 


These receptacles can be furnished in 660 watts at an advance in list of 


Get latest Arrow leaflet to give you a hand nee new 


ARROW ELECERIC Dirvr 


lain or Shade ho 


’ 4" and Stud Boxe 





} / , > , 
lder Ring 


£9 ods ! 


THE ARROW-HART oe HEGEMAN ELECTRIC CO. 


HARTFORD, CONN. 
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Why You Should Sell 


DETROIT No. 44 | 


the 


EFORE you place another torch order, 

consider this: Detroit Torch No. 44 is 
unsurpassed in appearance, quality and per- 
formance by any electricians torch on the 
market. It has an attractive red enamel fin- 
ish, an unusually rugged, compact construc- 
tion, is equipped with a powerful burner that 
keeps up perfect generation regardless of 
weather conditions, and retails at a moderate 
price which allows a very fair margin of prof- 
it for jobbers and dealers. 






Write today for a catalog 
and complete information. 


(sun) DETROIT 


=| Because ke TORCHES & FIRE POTS = 








Theyre | DETROIT TORCH & MFG. CO. 


Better | perROIT is 
New York Office B.S. Alder Co. - 


MICHIGAN 


45 Warren St. 

















That’s all you need to know 


¥ 


Hemingray Glass Co. 


Muncie, Indiana 





Catalogue Free 














Crosley Makes Extensive Ex- 
pansion Plans 

In addition to its $750,000 man- 
ufacturing plant and office build- 
ing which is now under construc- 
tion, the Crosley Radio Corp., 
Cincinnati, announces the acqui- 
sition of two and one-half square 
blocks of property adjoining its 
present plant. 

The $750,000 plant will be eight 
stories in height and will have a 
floor space of 222,000 square feet. 
It will front on the B. & O. in- 
dustrial and switch tracks. A sec- 
ond building to be erected on the 
new site and requiring an expendi- 
ture of $500,000 will be one story 
high, 580 feet by 100 feet. 

With the completion of the 
above plans the daily output of 
the company will be doubled, as 
also will the number of em- 
ployees. 

* * * 
Two New Men for Arcturus 

John L,. Stone, formerly in 
charge of sales promotion with the 
Agar Mfg. Co., is now assistant 
sales manager of the Arcturus Ra- 
dio Tube Co., Newark, N. J. A 
new western sales representative 
has also been employed in the per- 
son of A. S. Van Bochove, who 
was previously sales manager of 
the Jay B. Rhodes Co. 


* * * 


Chase Makes Southwest 
Swing 

Samuel Adams Chase, special 
representative of the Westing- 
house Electric & Mfg. Co., Mer- 
chandising Department, made a 
circle trip in March which included 
Oklahoma and Texas. He also 
visited New Orleans, returning to 
Mansfield, O., by way of Chicago. 


* * * 


De Forest Radio Holds 
Sales Conference 

The De Forest Radio Co. held 
a sales conference at its main 
plant in Jersey City, N. J., on 
April 10. A feature of the con- 
ference was a talk by Dr. Lee De 
Forest on radio trends and tele- 
vision developments, an outline of 
sales plans for the coming season, 
and a demonstration of the Jenk- 
ins “Televisor.” Addresses were 
also given by the company offi- 
cials. 
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Read what Electrical. Sheet Metal 


and Ventilating Contractors say 
about THIS Book 


“Many thanks for your complete 
sales and advertising plan book 
... and also for the opportu- 
nity you have given us to 
increase our profits 
without increasing 
overhead.” 


























“I have just received additional copies 
of your book for all of my salesmen. I 
certainly wish other manufacturers 
wouldoffer thesamecooperation.” 


i 7 7 


““Havebeen working on your 
plan for two months now, 
and will state that it has 
increased our sales in 
ventilating equip- 
ment over 


200%.” 


“We never realiz- 
ed what it meant to 
work with definite sales 
and advertising plans.” 


5 7 Y 


‘‘Never before have we re- 
ceived such a definite, practical 
and well thought out sales plan.” 


“Your 1929 sales plan has simplified 
the work in our ventilating department 


“When a manufac- 
turer goes to the time 
and trouble you have in pre- 
paring your very splendid sales 
plan book, we know that he is sin- 
cere in his efforts to protect the dealer 


and build the dealer’s business . . . Rest ... we follow it religiously and are well 
assured that we will make every effort to pleased with the results ... we find your 
push your products in this territory.” bulletin service valuable to our business.”’ 


AMERICAN BLOWER CORPORATION, DETROIT, MICH. 

CANADIAN SIROCCO COMPANY, LTD., WINDSOR, ONT. 

BRANCH OFFICES IN ALL PRINCIPAL CITIES 
(865) 


merican Rlower 


r’ VENTILATING, HEATING, AIR CONDITIONING, DRYING, MECHANICAL DRAFT 


MANUFACTURERS OF ALL TYPES OF AIA ED wanounc EQUIPMENT SINCE 160: 

















Paine COUPON 








Please send me, without obligation or charge, your SALES PLAN BOOK. 


Firm 








Street Address 5. eae ae City and Stat- = = as 
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Why 


invite trouble? 


You will not, if you 
tell your contractors to 
install Galvaduct or Lor- 
icated Conduit in every 
job. 





oi ~ Approved — 
cw by the 
Underwriters 
Laboratories 


GARLAND 


MFG. CO. 


Pittsburgh, Penna. 


















““" “GUARO CAN BE 
REVOLveEO 







“SIDE PARTS 
or socnar 





Sm OESTAUCTIBLE &SWOCMLESS SOCKE 


Qs em mawore 


A Shop Light 
That Sells and Brings 
Repeat Orders 


There’s nothing to get out of or- 
der on _ these ef Glade Shop 
Lights. They are oil, gasoline and 
grease-proof and have absolutely un- 
breakable sockets. 


JOBBERS—Glade Shop Lights are 
sold on the basis of a strict jobber 
policy—priced right to give you a 
handsome margin of profit and to 
meet competition. List Glade Shop 
Lights in your catalogs. Sheets, fold- 
ers and electros are ready for you. 
Send at once for attractive proposi- 
tion. Get the facts. 


Glade Manufacturing Co. 


1603 So. Michigan Ave. 
Chicago, U.S.A. 











| pressing 


| engineer 
| mann Corp., 


| average 


| every 


| to 


Sign Flasher Radio Inter- 
ference 

When we consider the fact that 
Canada has a tax of $1.00 on 
radio set user and that this 
used for the maintenance of 
radio inspectors whose duties are 
trace down interference and 
recommend suitable methods for 
eliminating it, we realize how im- 
portant this subject is, and also 
how far behind this country is on 
the subject of tracing and sup- 
radio interference. 
K. Fleming, who is chief 
of the Tobe Deutsch- 
Canton, Mass., has 


| 4s 


W. 





just written and published a pa- | 


per on “Sign Flasher Interfer- 
ence.” Electric sign flashers are 
almost omnipresent in all cities | 


and towns and few realize what | 


an effect they have on our recep- 
tion of radio programs. The 
jobber’s salesman who 


| wishes to familiarize himself with 


| this 


subject will probably find 
some interesting reading in this 


_paper of Mr. Fleming, a copy of 


| 


which would no doubt be sent to 
any jobber or salesman requesting 
it. 


ok * 


Alley Appointed 
Merchandising Manager 
William Alley, former manag- 


| ing editor of Radio Retailing, has 


| been 


appointed merchandising 


| manager for the newly established 
| merchandising bureau of the Ra- 


| 
| 


| 
| 





| 
| 


bers and dealers. 


| tion with a manufacturer. 


dio Manufacturers Association. 
This new bureau consists of a 
service for members, radio job- 


* 


Man Available 


A man of experience in elec- 
trical sales and advertising man- 
agement is available for a posi- 
He has 
a wide jobbing acquaintance, 
proved sales ability and mature 
judgment. There is no objection 
to traveling. He can be reached 


* * 


| through THE Jopper’s SALESMAN. 


| 


* * * 


 aaaney Hubbell, New York, 
Moves 
To facilitate the handling of an 
ever-increasing business, the New 
York offices of Harvey Hubbell, 
Inc., have been moved to the 
Chanin Bldg., 122 E. 42nd St. 





ee 





YAGERS 





And then say, 
“How many 
Yager’s—?” 


In Yager’s Soldering Salts and 
Paste you have one of those small 
but necessary items that help to 
build up every order—and which 
should always be mentioned. 

Safe, quick, and economical, they 
are well known and _ deservedly 
=. 

amples?—Price list?—Sure—just 
write. 


Alex R. Benson Co., Inc. 
Hudson, N. Y. 


1979— 














WIREMOLD | 


BUSINESS BUILDER. | 


NEW HEADQUARTERS 
FOR.W.B.8. ARMY a 





SAY, FELLOWS! 


Do you get “The Wiremold 
Business Builder?’’ You ought to 
— it’s free—and every electrical 
contractor will find it interesting 
and instructive. Contains news 
items, business building ideas. 
VALUABLE BLUEPRINT IN 
EACH ISSUE. 


Send in your name now for mail- 
ing list. Also get latest Wire- 
mold Catalog and literature. 
KEEP UP WITH THE WIRE- 
MOLD LINE—CONSTANT IM- 
PR O V E- 
MENT, BUT 
NO RADICAL 
CHANGE. 


The 


Wiremold Co. 
Hartford, Conn. 
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Longer Profit from very large discount. 


e Advertising assistance to dealers and public. 


3 e Highest Quality Material and Workmanship. 
4. 


e Prices that throw choice to Diamond. 


All the Desirable Features that competitive 


appliances have, with some exclusive improve- 
ments. 


Diamond Appliances 
Offer Jobbers: 






Model 119 
$119.00 


Diamond Exercisers 

Equipped with 

Westinghouse or G. E. Motors 

Oilless Bearings 

Rotary Motion 

Variable Stroke (14 combina- 
tions) 

Sloping Platform for ease and 
comfort 

Crackle Lacquer Finish 

Noiseless Operation 


Diamond Ultra-Violet 


Twin Carbon Arc Lamps 


At America’s Lowest Price 


$34.75 


Twin Set of Carbons—8 milometer size 

No Springs to get out of order 

No Adjustments necessary 

Big, good looking, and substantial. 

The mechanical operation of this lamp is equal to those 


of higher price. 


Diamond Appliance Co. 
South Bend, Ind. 
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New Electrical Products, Illustrated 

















The new model No. 1156 elec- 
tric range put out by the Standard 
Electric Stove Co., Toledo, O., 
besides being boltless, claims for 
its features concealed hinges, alu- 
minum lined oven, load balancing 
switches (except on two-wire serv- 
ices), combined thermometer, tem- 
perature control and time and 
temperature control—automatic or 
non-automatic as desired. The 
standard finish is white porcelain, 
but it may be had in colors and it 
occupies a space 44 by 26 in. with 
a total height of 42 in. 











Here are shown three new prod- 
ucts of the Crouse-Hinds Co., Syr- 
acuse, N. Y. The No. 14597 
grounding bushing is designed to 
take the place of the ordinary 
bushing within the cabinet, all 
grounding leads being enclosed 
and the fire hazard confined to the 
interior of the box and the jump- 
ers, No. 14593 of which is _ illus- 
trated, protected from mechanical 
injury. The bushings are made of 
brass in two types—locking and 
non-locking. The type CGB con- 
nector with lead sleeve shown here 
is for use when bonding flexible 
conduit or armored cable to a box. 











The General Electric Co. an- 
nounces the development of a new 
speed controller for slip-ring in- 
duction motors, and primarily in- 
tended for control of motors driv- 
ing ventilating fans. The controller 
provides overload and undervoltage 
protection, and will give approxi- 
mately 50 per cent speed reduction 
by inserting resistance in the rotor 
circuit. 

















Illustrated are two of the fans 
announced for this season by the 
Signal Electric Mfg. Co., Menomi- 
nee, Mich. The first is an induc- 
tion motor oscillating fan with 
three speeds. No brushes. Has 
aluminum blades and is obtainable 
in either 12 or 16 in. size. The 
household ventilator has an air 
displacement of 550 cubic feet per 
minute. When in operation the 
shutters are opened by a pull cord. 
It is adjustable from 24 to 37 in. 
and is finished in French gray 
lacquer. 








The Utah Radio Products Co., 
Chicago, announces the “Utah 
Sun,” an ultra violet ray machine. 
When extended it is 20% in. high, 
with a minimum height of 14% in. 
and it weighs 17% lbs. The bowl 
is finished in polished aluminum 
and the stand is of two-tone lac- 
quer. <A set of localizer attach- 
ments may be had consisting of a 
localizing shield, three localizer 
units, and one artificial tube. 








The Hamilton Beach Mfg. Co., 
Racine, Wis., announces the No. 
10 drink mixer, a feature of which 
is the flexible mounting. Should 
the agitator be knocked out of 
alignment by the cup this mount- 
ing causes it to be whipped back 
in line when the motor is started. 
The mixer also has a demountable 
motor. It may be had in snow 
white, jade green, ivory, or jet 
black finishes with all metal parts 
chromium-plated, including the 
cup. The latter are also furnished 
in nickel silver and nickel plate. 
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More wiring jobs per month with RomeX 


Wiring is faster with RomeX. It is lighter and 
less bulky to take to the job. It is more flexible 
—easier to fish through small spaces. It needs 
fewer fittings. 

Men can install RomeX more quickly and efh- 
ciently and at lower cost! The contractor earns 
larger profits per job! 

Sell speed when you sell RomeX. 


ROME WIRE COMPANY, Rome, New York 


Division of General Cable Corporation 


2905-R 


ROME WIRE 
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New Electrical Products, Illustrated 








The Royal Radio Corp., Provi- 
dence, R. I., has placed on the 
market the “Polle Royal’ exerciser 
and reducer. It is portable and 
may be operated on a desk, table 
or on its own metal stand. It has 
four adjustable .strokes—from a 
slight to a violent vibration. The 
exerciser is furnished in white, 
lavender, and light green with all 
needed accessories. It may be had 
for A. C. operation, 90 to 125 volts, 
60 cycles, or D. C., 90 to 125 volts. 





chanic. 


bowl. 





Two additions to the ‘ 





’ line made by the United Electrical 
Mfg. Co., Adrian, Mich., are a 16-in. oscillating fan and a kitchen me- 
This fan, designated Model 40, is equipped with black bakelite 
blades and self-aligning bronze bearings. It has a two-speed toggle 
switch and a swivel joint which is adjustable to any angle. Packed for 
shipment in single carton, this fan weighs 15 lbs. The Model 200 
kitchen mechanic is designed for mixing drinks, whipping cream, beat- 
ing eggs, and other like operations. 
enamel handle and nickel trim and is furnished with adjustable stand 
and seven feet of cord, toggle switch, two-piece plug, and glass mixing 
It weighs seven and one-half pounds packed for shipment. 


It is finished in gray with white 











The Diamond Appliance 
Co., South Bend, Ind., is of- 
fering the exerciser illustrat- 
ed. It may be had equipped 
with either General Electric 
or Westinghouse motors. 
Features claimed for it are 
oilless bearings, a rotary mo- 
tion, and 14 variable strokes. 
The machine is finished in 
crackle lacquer and furnished 
with a sloping platform for 
ease and comfort. Four 
other models are available in 
an attractive price range. 
This company is also the 
manfacturer of the Diamond 
Ultra-Violet lamp which uses 
twin carbon arc lamps. 


ACC 





Above is shown a sample of the 
“Red Seal’ A B C cable equipped 
with the new No. 263 A B C con- 
nector E Z type which connector 
is being offered the trade by the 
American Circular Loom _ Co., 
New York. This new fitting per- 
mits the inspection department to 
see that the company’s anti-short 
or bushing is installed, the ends 
of armored cable under the steel 
protecting the conductors against 
injury. 








The Trumbull Electric Mfg. Co., 
Plainville, Conn., has designed a 
new type No. 2208 polyphase me- 
ter service switch in which the 
blade construction provides a 
double break, increasing the cur- 
rent interrupting capacity and de- 
creasing the size of the slate and 
box. The meter testing type is 
provided with removable test links, 
which, together with fuses and 
blades, are mounted on top a sin- 
gle slate. 











The Killark Elec. Mfg. Co., St. 
Louis, Mo., has taken a bell trans- 
former and put it in a steel box 
with a cutout, thereby enabling a 
contractor to install a bell trans- 
former without exposing the 110- 
volt wires. 
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The New Code <SE 


Armored Cable —Squeeze Type 


ONNECTOR 


A CST Superior Product 








First With The Latest 
, Has openings (not shown) to show This is the first New Code 


the New Insulating Bushing required ° 
Ain Eameeninng 8 req One-Piece Connector to be 
on certain types of armored cable. 
announced to the trade. 














This Connector designed for use with the 
new type armored cable is just as easy as 
the old type to install—no extra pieces— 
or parts to be lost on the job—and it’s safe. 














New Type Groundrite 
Locknuts 


If it’s the best obtainable you’re looking for—or if you want a supplier N 
with a real policy, get our jobber proposition at once. CST Superior 
Fittings are used for many purposes—there’s a line for the fixture 
trade—fixture studs, fixture hickeys, fixture nuts and extension pieces 
—as well as many other items. Z 














Superior Products Are Sold Thru The Jobber 





CHICAGO STEEL TANK COMPANY 
“s ETECTRICAT DIVISION ~~ 


6400 West 66th Street CHICAGO, ILLINOIS 
For your convenience Warehouse stocks are now maintained at our offices marked * 
*BURG ELECTRIC SALES CO. *C, DENT SLAUGHTER 
116 Broad St., 1321 Arch St., 314—12th St., 336 E. 4th St., 524 First Ave., So., 
*New York City Philadelphia *San Francisco *Los Angeles Seattle, Wash. 
LOUIS SOBEL G. A. FISCHER O. H. NICKERSON CO. CALLAHAN-HARRIS, INC. 
135 E. Grand River Ave., 801 State Life Bldg., 720 Guarantee Title Bldg., 618 Harries Bldg., 
Detroit, Michigan Indianapolis, Ind. Cleveland, Ohio Dayton, Ohio 
C. W. ALLEN CO. AJAX ELECTRICAL SALES CO. G. G. WILLISON 
516—3rd Ave., So., 1926 Chestnut St., 1410 McGee St., 1913 Pacific Ave., 
Minneapolis, Minn. St. Louis, Mo. Kansas City, Mo. Dallas, Tex. 


For Prices and Catalogs of the Complete Line 


Write To Our Sales Office Nearest You 
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New Electrical Products, Illustrated 














The cabinet range shown is Model No. 14, type TCR, and is a prod- 
uct of the Fitzgerald Mfg. Co., Torrington, Conn. It is equipped with 
three eight-inch top cooking plates, one with a spot heat center of five- 
inch diameter, and is fully automatic, having both oven temperature and 
time clock control features. The range also has an appliance connection 
for percolator, electric iron, etc. It is finished in gray and white porce- 
lain enamel with blue and white spotted enamel oven lining. The oven 
is insulated with mineral wool and sponge felt asbestos. Two other 
additions to the “Star-Rite” line are a household motor designed for 
all makes of sewing machines and equipped with foot control permitting 
varying speeds, and the “Vim Ray,” a device for light and heat treat- 
ment. Model No. 650A with an adjustable extension arm for attaching 
to a bed, chair, or table is shown. It is equipped with a 260 watt thera- 
peutic lamp and finished in nickel with enamel handle. 


















The No, 56 vitro colored “Domino” iron recently announced by the 
Dominion Electrical Mfg. Co., Minneapolis, is made in red, yellow, 
green, and blue with the sole plate, handle holder and back rest of nickel 
plate. The manufacturer claims that cracking and discoloring of the 
enamel has been overcome in this iron by the use of a special two- 
coated vitreous enamel over “Armco” steel. The element is ribbon 
nichrome over mica. The shipping weight of the iron is six pounds 
and two ounces. Another new item being placed on the market by this 
company is the No. 48 “Trn-O-Tostr,” a feature of which is a device 
on the door panel which is designed to turn the toast automatically 
when the door is dropped. It will toast two pieces of bread at once. 
This toaster is finished in nickel and has two wooden handles in either 
red, green, blue, French gray or black. 


The General Electric Co., Sche- 
nectady, N. Y., is bringing out a 
new line of floodlights incorporat- 
ing such features as: All-copper 
casings; an asymmetric lens and 
reflector combination to give uni- 
form illumination when units are 
mounted close to the base of the 
surface to be lighted; ease of ad- 
justment by means of a ball-and- 
socket adjustment with control 
and clamp on the outside; silvered 
glass reflectors with a hermetically 
sealed copper backing, and heat- 
resisting lenses in clear and col- 
ored glass. Red, amber, blue, and 
green color plates are available for 
all units and can be mounted 
without special attachments inside 
projectors equipped with clear 
lenses. Illustrated is Type L-30 
projector which is designed pri- 
marily for use with a 500-watt 
floodlighting lamp. 














A new Glassteel Diffuser has 
been developed by the Benjamin 
Electric Mfg. Co., Des Plaines, III 
This type 79 consists of two parts, 
a wiring base for both pendant 
stem and outlet box, and a com- 
plete unit comprising reflector, 
lamp and glass enclosing globe 
This unit is attached to the ter- 
minal base by means of a bayonet 
joint and is locked into place with 
a 60 degree clockwise turn. 
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EDISON MAZDA LAMPS 


Edison Idea 


To Help You Build Dealer Sales 


HE Edison Mazpa* Lamp Surprise 

Tagis as much apart of the business- 
getting Edison Monthly Sales plan as 
are Edison Window Displays. 


It is a part of Edison Service—a ser- 
vice for your accounts, designed to do 
one specific thing—educate dealers to 
use modern merchandising methods. 


The Surprise Tag makes “asking cus- 
tomers to buy” automatic and novel. 
The message on the front: “How 


about—” arouses customer curiosity. 
They either ask, ‘““What’s it all about?”, 
or pull the string. The message on the 
reverse side: “Edison Mazpa Lamps” 
— satisfies this curiosity and sells 
lamps. 


Your Agents will like this newest 
Edison selling idea. When you call on 
your trade, wear one and watch the 
reaction. Every Agent will want some 
of these Edison Mazpa Lamp Surprise 
Tags. 


*Mazpa—the mark of a research service 


GENERAL @MELECTRIC 


Here’s ~Another 
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Distributors! 

—— Here’s a ham- 

WS mer designed 
4 especially for 
electricians. Us- 
ers praise _ its 
merits; dealers 
say it taps a 
lively market. 


Long poll reaches into 
outlet boxes with ease. 


Reach over pipes and 
into inaccessible  cor- 
ners. The long poll 
makes this possible. 


There is good profit for distribu- 
tors and dealers in this No. 77 Elec- 
trician’s Hammer. The tool retails 
at $2.00. We pack two in a box 
that opens into a flashy counter dis- 
play. We'll be glad to make a 
sample shipment. Write for prices. 
Ask for Catalog of Evansville 
TESTED Tools. 

EVANSVILLE TOOL WORKS, Inc. 
702 West Maryland Street 
Evansville—Indiana 
For Forty Years, Forgers of Hammers, 
Hatchets, and Axes. 



































A characteristic view of Lyman C. 


Reed, president of the Electrical 
League of New Orleans, La. at his 
desk. Long years ago Mr. Reed bought 
considerable material from the Geo. 
Cutter Co. He liked it so well he took 
on the line as manufacturer’s agent. 
He also represents the Wm. Wurdack 
Electric Mfg. Co., St. Louis, the Este- 
line-Angus Co., Indianapolis; Schweit- 
zer & Conrad, Inc., Chicago, and 
others. His office is in the Hibernia 
Bank building. 





Manufacturer Starts School 
for Precision 

No radio set can be better than 

the level of intelligence that ac- 

tually assembles the set, accord- 

ing to Colonel C. M. Tichenor, 


| vice-president in charge of pro- 


duction of both the Charles Fresh- 


| man Co., and the Freed-Eisemann 


Radio Corp. 


“With this fact in mind,” says 


| Colonel Tichenor, “the first step 


that we made at the factory of 


our joint companies at Clifton, 


NX. J., was to plan a school for 
our prospective employees where 
we might teach them the art of 


precision assembly and something 


| engineering 


about radio from an electrical and 
standpoint. Every 


employee that we will have at the 


'new plant will be well 


trained 


_ before starting to work on radio 


sets for public use. If any mis- 
takes are to be made in assembly 
they'll be made in the school and 
not on the factory floor. 

“We have created an examin- 
ing board for the school which 
includes the heads of all our de- 
partments. No student will grad- 
uate from the school into actual 
plant work until the examining 
board sees fit to pass him.” 
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cb, SPOTLIGHT 
\ Ss . 

with 
Remote Control Color Frames 


NEW SPOTLIGHT with an elec- 
tro-magnetic device for remote 
control of its color frames—permitting 
an endless variety of changing color- 
lighting effects—all of which may be 
controlled from a central point. An 
innovation in color-lighting that is in 
great demand and has boundless sales 
possibilities. Tell your trade about it! 
Write for a copy of Bulletin 3 which 
gives an interesting outline of the sales 


features of thisnewspotlight—together 
with Trade information, prices, etc. 


KLIEGL BROS 


Universar ELECTRIC STAGE LIGHTING Co., Inc 
32! West 50th Street 


NEW YORK,N.Y. 











Hotel Melbourne 


Grand and Lindell Blvds. 
Highways No. 40 and No. 60 


St. Louis, Mo. 


15 Minutes From Anywhere 
Center of St. Louis 
Night Life. 


Rates: $2.50 Up per day, Single 
$4.50 Up per day, Double 


The Melbourne is convenient- 
ly located to the electrical man- 
ufacturers section of St. Louis. 

W. J. WALTON, Mer. 
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Plates? 


Says the 


Contractor 


And Right There comes up one of the great 
questions of today~ Not only affecting the 
Contractor's business but your Jobbing 


i in question has been finally solved, for all 

the products that the contractor uses, by 
ELECTRICAL CONTRACTING, the magazine published 
by the same company as your JOBBER’S SALESMAN. 
In every issue, ELECTRICAL CONTRACTING publishes 
a 32-page resale price list for the contractor, telling 
him just what to charge for all the thousands of 
items and sizes of materials and devices he uses in 
his daily work, so that he will derive a profit from 


each. It is the biggest and most constructive piece 
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business as well! 


of work ever done to help the contractor make 
money. As such it is something for every jobber 
and jobber’s salesman in the country to get back of. 


It is your best bet to see to it that every con- 
tractor subscribes to ELECTRICAL CONTRACTING; 
15,000 do now, but some may not be getting it. 
Then you should urge him at every opportunity 
to make use of the price list, so that he gets the 
habit. 


It’s money in your own pocket. 


W. JACKSON BLVD., 


WE WILL SEND ANY JOBBER OR JOBBER’S SALESMAN A SAMPLE COPY OF ELECTRICAL CONTRACTING CONTAIN 
ING THIS PRICE LIST FREE UPON REQUEST. 


CHICAGO ] 
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¢ RADIO TUBES ) 


Uniform Quality 
Since 1915 


The high standard main- 
tained in their manufacture 
is reflected in their quality 
performance. 


Choice of millions. 


E. T. CUNNINGHAM, Inc. 
Chicago 
Dallas 


San Franci:co | 
Atlanta 


New York 














IN NEW ENGLAND 
it’s 
TUTIN 
for quality lines 
Sold Thru Jobbers 


Warehouse Stocks 


Manufacturers’ Representative 
at 


182 Purchase Street 
Boston, Mass. 

















HOOD RIVETED ON 


Wrigley Toggle Bolts 

Made of heavier gauge steel. 
| 
| 
| 
| 


Can be put through smaller holes 
than average toggle bolt. 
First Toggle Bolt made. | 
The Thomas Wrigley Co. 
609-613 West Lake St., Chicago, Iil. | 


| ipicaicieniattia _ 





| mostatic 


ice 


| publication 
| transformer 


' small bulletin 


index 


National and Edison Com- 
bine Illumination Schools 


Heretofore, those desiring to at- 
tend illumination courses 


con- | 


ducted by their own lamp manu- | 


facturer often found it 
to travel a considerable distance. 
This will be eliminated to a cer- 
tain extent through the combining 
of the schools of the Edison and 
National Lamp Works. Custom- 
ers of either company may attend 
the course nearest them the 
programs of the schools have been 
similar, the equipment 
the same and _ there 


necessary 


as 


made iS 


practically 


| will be an interchange of instruc- 


tors between the two schools. 


New Trade Literature 


Harvey Hubbell, 
port, Conn.—A_ new 
electrical specialties, 
announced. 


Inc., Bridge- 
catalog 


No. 19, 


of 


is 


Electric 
Conn.—The 
for insertion 
being 
es 


switches, 


Trumbull 
Bridgeport, 


Mfg. Co., 

following 
revised pages 
Bulletin 7 are 
Pages 27 and 28 on 
Tumbler) 
page 74 on polyphase meter serv- 
switches. 


Wagner Electric Corp., St. 
Louis, Mo.—Bulletin 162 is a new 
containing complete 
oil specifications. 


S. H. Couch Co., Inc., Norfolk 


Downs, 


in | 
distributed: | 
(Ther- | 


and | 





Mass.—Bulletin 89 on its | 


complete line of apartment house | 
mail box and telephone equipment | 


has been issued. 


bulletins 86, 87 and 88. 


Boston—A 
describing the 
wiring devices is an- 
It contains a complete 
list. 


Henry D._ Sears, 
of Weber 
nounced. 
and price 


Go. 
has 


Standard Electric Stove 
Toledo, O—A new catalog 
been published by this company— 
No. 16-B, describing and_ illus- 
trating its complete line of ranges 
and heaters. 


This supersedes | 


line | 
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Trade 


For your protection 


JIFFY WIRE CONNECTOR CO. 








Mark 


WIRE CONNECTORS 


With the threaded brass insert 


NOTICE 


BEWARE of infringements. 

INSIST upon SRK’s. 

They have a reputation. 

A perfect joint every time. 

Millions in use. 

Listed by Underwriters’ Laboratories. 
Patent No. 1635293; Others Pending. 


Hackensack, New Jersey 


General Sales Office 
G. D. Montgomery, Jr. - 
522 Broadway, New York City 
Phone Canal 7533 




















UlS 


1844 and PINE Opened Mar 1928 - 250 Rooms 


CITY 


43th WYANDOTTE & the heart of America 200 Room: 


SAN ANTONIO 


A CITY of CHARM On the OLD SPANISH TRAIL 


LAREDO 


ON THE RIO GRANDE In TEXAS 
RIGHT ON THE MEXICAN GORDER 


50 


DR ECONOMY _ 


UOT 1 /_ 


AMATTERO = 

















WE 
EVERY & 


WITH PRIVATE BATH 
AND CEILING FANS 





PERCY TYRRELL 
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tion “Floodlighting,” just issued > G 
by this company. The book, a A \ 


Color Lighting Equipment 
For Interiors and Exteriors 


“tz Color Hoods 


For lamps up to 60 watts. 
(Full and half types.) 


Laco Color Hoods 
For lamps 75 w. to 500 w. 
(Single or two tone effects.) 





Color Plates 


For flood lights, spots, etc. 
(Also square and oblong in 
shape.) 


Color Cylinders 
For Street lighting units, 
wall pockets and decorative 
lighting effects. 


(Made semi or full circular) 





Headquarters for Color 


Ask for Illustrated Pamphlet 
“PROFITS FROM COLOR” 


REZE2ERS 
ELECTRIC COMPANY 


MANUFACTURERS RECO SIGN FLASHERS 
TRAFFIC CONTROLS, SMALL MOTORS, ETC. 


2650 W. Congress St. - = Chicago, Ill. 


























“Central Black’’ 
A Black Enameled Rigid Steel Con- 
duit that will not crack chip or flake. 


“Central White”’ 
Azinc coated, electro 
galvanized conduit 
that is imper- 
vious to rustand 
other de- 
structive 
ele- 










““Whitenred”’ 
A zinc coated 
conduit further pro- 
tected by a super- 
coating which is acid 
proof. For unusually 
severe conditions. 


CENTRAL TUBE COMPANY 


FIRST NATIONAL BANK BUILDING 
PITTSBURGH 


64-page edition, contains some 20 
pages of photographs which give 


a definite idea of what has been 
accomplished for buildings and 
properties all over the country 


through the use of “Permaflector” 
floodlighting. 

One section is devoted to flood- 
lighting specification tables and 
diagrams and throughout the book 
is detailed information concerning 
the method of various 
floodlighting situations. The im 
portant subject of airport lighting 
is one of the various subjects dis- 


handling 


cussed. 

The Westinghouse Electric & 
Mfg..Co.—This company has pub- 
lished circular 1821, 
Type W rotary switches. 
a new publication of 12 pages, con- 
taining numerous illustrations and 
diagrams. The Type W rotary 
switch is a new line of Westing- 
house instrument, control and aux 
switches, for 


describing 
This is 


iliary suitable use 
with all types of circuit breakers. 


* * * 
Statement of the Ownership, Management, 
Circulation, Ete., Required by the Act of 


Congress of August 24, 1912, 

of The Jobber’s Salesman, published monthly at Ch 
cago, Ill, for April, 1929 

State of Illinois, County of Cook, ss. 

Before me, a notary public in and for the State and 
county aforesaid, personally appeared C. W. Forbrich, 
who, having been duly sworn according to law, 
deposes and says that he is the business manager of 
The Jobber’s Salesman, and that the following is, to 
best of his knowledge and belief, a true state 
ment of the ownership, management (and if a daily 
r, the circulation), etc., of the aforesaid publica 
for the date shown in the above caption, re- 
quired by the Act of August 24, 1912, embodied in 
section 411. Postal Laws and Regulations, printed 
on the reverse of this form, to wit: 

1. That the names and addresses of the publisher, 
editor, managing editor, and business managers are: 
Publisher, Electrical Trade Publishing Co., 53 W. | 
son Blvd., Chicago, Il).; editor, H. W. Young, 53 
Jackson Blvd., Chicago, Ill.; managing editor, W. 
Mclaughlin, 53 ). Jackson Blvd., Chicago, IIL; 
business manager, C. ’. Forbrich, 53 W. Jackson 
Blvd., Chicago, Ill, 

2. That the owner is: 


(if owned by a corporation, 


its name and address must be stated and also im 
mediately thereunder the names and addresses of 
stockholders owning or holding one per cent or more 


of total amount of stock. If not owned by a corpora 
tion, the names and addresses of the individual owners 
must be given If owned by a firm, company, or other 
unincorporated concern, its mame and address, as well 
as those of each individual member must be given.) 
Howard Ehrlich. 53 W. Jackson Blvd., Chicago, Il!.; 
Edgar Kobak, Jackson Heights, N. Y. 


3. That the known bondholders, mortgagees and 
other security holders owning or holding 1 per cent 
or more of total amount of bonds, mortgages, or 
other securities are: (If there are none, so state.) 

4. That the two paragraphs next above, giving the 
names of the owners, stockholders, and security hold 
ers, if any, contain not only the list of stockholders 
and security holders as they appear upon the books 


of the company but also, in cases where the stockholder 
or security holder appears upon the books of the com 
pany as trustee or in any other fiduciary relation, the 


name of the person or corporation for whom such 
trustee is acting, is given; also that the said two 
paragraphs contain statements embracing affiant’s full 
knowledge and belief as to the circumstances and 
conditions under which stockholders and _ security 
holders who do not appear upon the books of the 
company as trustees, hold stock and securities in a 
capacity other than that of a bona fide owner; and 
this affiant has no reason to believe that any other 
person, association, or corporation has any interest 
direct or indirect in the said stock, bonds, or other 


securities than as so stated by him. 

5. That the average number of copies of each issue 
of this publication sold or distributed, through the 
mails or otherwise, to said subscribers during the six 
months preceding the date shown above is (This in- 
formation is required from daily publications only.) 


«¢. W. Forbrich 
Sworn to and subscribed before me this 23rd day of 
March, 1929 
(Seal) Elsie E. Stover. 
(My commission expires December 10, 1929.) 













Heavy Duty 


Transformer 


Special Transformers for All 


Complete information on request. 


DONGAN ELECTRIC MFG. CO. 
2993-3001 Franklin Street, 





TRANSFORMERS of MERIT for FIFTEEN YEARS /)// 


PRODUCTS 








Where transformers of 
larger capacity and 
heavier duty are required 
it wili pay to use the 
Dongan Heavy Duty 
Transformer. 

For use with Annuncia- 
tors and alternating cur- 
rent transformer bells. 


Requirements 


Detroit, Mich. 














































vy 
Note the Flexeco 
portable guards. Split 
handles permit easy 
adjustment. Safe and 
convenient for exten 
sion lights. Are you 
getting the portable 
guard business in your 
territory ? 


Flexible Steel Lacing Co. 


4698 Lexington St. 
Chicago, I1!. 
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ESKIMO 





Cool Breezes 


and Drinks 
Now Easy to Sell 


Turn the page of your calendar and 
you'll find the ice-lemon-and-what- 
have-you season staring you in the 
face. Being a snappy retailer, your 
first thought is: “How can I get 
business out of it?” You are now 
reading the answer—sell Eskimo 
Kitchen Mechanic to every comer. 
It mingles the fluids and flavors with- 
out starting a drop of sweat. Out of 
the seven-dollar price you keep more 
than two. 

Then sell a fan to sit before while 
sipping. “A nickel a day keeps pros- 
tration away, say you to your cus- 
tomer, and “Sold,” says he to you. 
So he takes a fan and a Kitchen 
Mechanic besides the lamps he came 
in for. 

You can get these ready sellers mere- 
ly by writing a postcard to us, and 
if you really feel that your summer 
business should start promptly, you'll 
write it before you turn the page. 


UNITED ELECTRICAL 


MANUFACTURING COMPANY 


ADRIAN, MICHIGAN 


These ae Offices carry complete stocks of 


IMO Fans and Appliances 


Manuracturers Distraisputinc Co. 
40 Worth Street, New York City. 


E. C. Warp & Company 
452 Wilcox Building, Los Angeles 


Tue Fotsom Company 
1410 Patterson Avenue, Dallas, Texas. 
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RacCO New Code 


Outlet Boxes 


PATENT PENDING 





Illustrating Catalog No. DO-15-N 


Meets all requirements of the New Code, 1% 
deep, 4 octagon, with ears. Knockouts for % 
conduit—1 in bottom, 2 in sides, and for loom 
or BX—4 in bottom, 4 in sides. Fitted with two 


2-way, one piece bushed clamps. Also made with 
% fixture stud. Catalog No. DO-15 w wv ~ v v 


Furnished assembled with H D Deep Offset Bar Hanger. Catalog No. SU-15 





Roach-Appleton Mfg. Company 


CHICAGO . . 3440 North Kimball Avenue VWVWVVVOWWOWwwyw NEW YORK..45 Murray Street 
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BUSS Fuses 


' Fisher Building 


Detroit, Mich 


Architect 
Albert Kahn, Inc 


12 


oO 













General Contractors 
H. G. Christman- 
Burke Co. 
Electrical Contractors 
J]. Livingston & Co., Inc 
BUSS Renewable Fuses 
furnished by 
Graybar Electric Co 
Inc. 
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HE Fisher Building, one of the new out- their design and the ease of renewal assure 

- standing structures in Detroit, is equipped _ true electrical protection at the lowest ob- 
with BUSS Renewable Fuses. tainable cost. 

In outfitting this modern building only the Jobber’s Salesmen will find it well worth 


pr yin A a [a while to secure BUSS Fuse business of this 
oon dali ee ih nature. Quote the Fisher Building installa- 


were selected for the protection of the elec- : ’ ‘ 
trical equipment because the simplicity of tion, it will strengthen your argument. 


BUSSMANN MANUFACTURING CO.777ST. LOUIS, MO. 











The Belden Jr.Cordlite 
has a Belden Safety 
Handle Socket,attractive 
Beldenlac Cord, and an 
Unbreakable Belden Soft 
Rubber Plug, which is 
listed as standard by 
nderwriters. 


the Belden 10-Ft. Appli- 
Extension Cord 
neat, brown cord,a 
n Floor-Type Out- 
an Unbreakable 
oft Rubber Plug, 
which iSfisted as stand- 
ard by Giaderwriters. 
Belden Tu 

(tb rubber i ated) 
for 9 ahing maé€hines 
vand ot Tagger re 


: ecuipred “ . 
bber Plug hich ‘ 
as stands by 
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_ are the very words of the supervisor of the electrical 
supply department of a large central station, explaining their 
heavy sale of the Belden Portable Outlet. 


“‘We always keep a small display on the counter so that people 
can see it. As soon as they learn there is such a thing and how 
simply it works, they buy it. It is highly satisfactory, too, because 
a large percentage come back for more for themselves and for 
their friends.” 


This aggressive electric shop demonstrates the Belden Portable 
Outlet in windows. On their counter a short connector is run 
under a small rug to demonstrate its use. 


As a result of giving the Belden Portable Outlet a chance to speak 
for itself, this electric shop sells hundreds of Portable Outlets 
every month. 


Your customers, too, need this convenient outlet and will buy it 
on sight. It will pay you to get a stock of Belden Portable Out- 
lets from your jobber and tell people about them through a 
counter display like the one shown above. 


A new counter card is now available that’s a 
big aid in helping Belden Portable Outlets sell 
themselves. Mail the coupon for one of these 
sales producers today and put it to work for you! 


























Portrait 
ofa 


Contractor 


Who Kept Tab 
on the Man 
Up the Ladder 








‘(epear Sirs: 


When I checked up on the difference in the labor cost 
of hanging so-called ‘cheap’ fixtures and hanging 





Jobbers’ Salesmen who take the time and 
trouble to explain the convenient construc- 
tion of Wakefield Bronze Embossed ‘‘Red 
Spot’’ Hangers, have no difficulty in getting 
more and larger orders at better prices and 
with more liberal profit to their firms. 


Carry a Sample @our Next Trip 
The F. W. WAKEFIELD BRASS COMPANY, Vermilion, 0., U.S.A. 

















